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NRA’s Spirit Lives On 


Sparks 


Dodge Truck Expands 
43 French Can’t Be Wrong 
Bill Hughson Awing 
The Dark Before Ray-Day 
Willys Carries On 


=o 


By 


Chris Sinsabaugh 


OE BURKE just had to have 
more room in which to grow. 
Joe had done such a swell job 
selling Dodge trucks that the old 
factory couldn’t keep up with 
his sales pace. It had a capacity 
of 300 units a day, which is con- 
siderable volume in any truck 
factory, but even that wasn’t 
enough to stop the clamoring 
, of Burke’s dealership body for 
more commercial vehicles. 

Joe really was between the 
horns of the dilemma we all have 
heard about and which are the 
basis of so many bad dreams, so 
there wasn’t anything left for him 
to do but lengthen the pants of 
the factory and let out its waist 
band by building an addition 
which was formally opened last 
Monday night. Now the capacity 
is 450 units a day, which ought 
to hold the director of Dodge 
truck sales for a while, although 
no guaranty goes with belief. 

*x x * 


THE DEDICATION party had | 


all sorts of frills. You couldn't 
turn around without bumping into 
a corporation brass hat, while the 
employes as merry villagers 
danced on the cement sward 
which two weeks from now will 
be covered with assembly lines, 
jigs and machinery, all working 
for Joe Burke and trying to 
make good his statement that 
“you can’t keep a good truck 
down.” 


That evening I wore my extra- | 


large auricular appendages and I 
got an earful of facts and figures 
vbout the Burke operations which 
\ade possible the plant expansion. 
odge always has held third 
ace in the truck registration 
sce and is firmly entrenched 
here now. But the high com- 
1and is not satisfied entirely and 
rais increased capacity is going 
>» be most helpful in trying to 
eatch the fellow just ahead. 
* * * 
TAKE APRIL, for instance. In 
at month Dodge shipped to the 
ynited States and foreign points 
,850 units! Domestic and export 
shipments for the first four 
months of this year totaled 26,809, 
so with this extra elbow room 
there seems to be no reason why 
the ambitious quota set for this 
year by Burke should not be easy 
of accomplishment. 
* * 7 
FORTY-THREE FRENCH Ford 
dealers and seven officials of the 
ats at Strausbourg and 
‘res, the latter a suburb of 
, Spent three days this week 
guests of the Ford Motor Co. 
its adjacent connections. They 
mntinued on Page 13, Col. 1) 

















Blue Eagle’s End 
Has Little Effect 
In Dealer Field 


od 


Detroit, June 7. — “Busi- 
ness aS usual during altera- 
tions” seems to be the 
keynote today along the na- 
tion’s automobile rows as 
the industry turns seriously to the 
task of adjusting itself to the new 
conditions created by the demise 
of the Blue Eagle. A survey by 
ADN’s Inquiring Reporter among 





Dealers’ Statements to the 
Inquiring Reporter on page 4. 
dealers in widely scattered cities 
reveals that dealers generally are 
following the same basic plan of 
operations they have followed dur- 
ing the past two years under 

NRA. 

The survey discloses there is a 
degree of apprehension, to be 
sure, that wild trading in used 
cars, which brought the dealer 
body into a sad state in the pre- 
code days, may eventually de- 
velop again unless some steps are 
taken to keep used car allow- 

(Continued on Page 2, Col. 3) 








Highlights of NADA Plan 


Contract cannot be cancelled 


without cause—without notice— 


without provision for repurchase of cars and parts in stock — 
assumption of unexpired leases and outstanding time paper incurred 
by dealer—all these protections forfeited by dealer through trade 


agreement violation. 


That the dealer must use, adhere to maximum allowance values 
as established by the NADA Official Guide. 


On consignment deals the dealer must collect not less than 15 
per cent of the gross amount of the sale of the used car, plus any 
expense incurred in reconditioning or repairing. 


Fleet discounts not to exceed 15 per cent of discount allowed 


dealer. 


Factory and dealer to share discount equally. 


Manufacturers to reimburse dealers up to 50 per cent of deduction 
in delivered list price on obsolete models. 


Accessory items invoiced to dealer to have markup in retail sales 
price equal to that granted on new cars. 


Closed territory plan recommended. 


GM Retail Deliveries 
Top May Sales to Dealers 


Detroit, June 7.—General Mo- 
tors figures released today show 
that during May the total sales 
to dealers in the United States 
and Canada plus Overseas ship- 
ments totaled 134,597 units. This 
compares with 184,059 units in 
April and 132,837 units for May, 
1934. 

May sales by General Motors 


to consumers in the United States 
totaled 109,051 units which is com- 
pared to 143,909 units in April 
and 95,253 units in May, 1934. 

Sales to dealers in the United 
States during May reached 105,159 
units as against the 152,946 regis- 
tered for April and the 103,844 
sales made to dealers by GM 
division in May, 1934. 


Ford Sales of Cars and Trucks 


Pass Half Mil 





Wagner Measure 
Gains New Life 
From NRA’s End 


By WILLIAM ULLMAN 

Washington, June 7.— With 
NRA now definitely reduced to a 
mere fact-finding agency by Pres- 
ident Roosevelt’s own action, the 
atmosphere of doubt and confu- 
sion which descended upon Wash- 
ington after the historic Supreme 
Court decision has begun to clear 
but many questions filling the 
minds of industry and business 
remain unanswered. One of these 
of first importance to the automo- 
tive industry concerns the fate 
of the Automobile Labor Board. 

As this is written it would ap- 
pear that its abolition is not im- 
mediately in sight. It was not in 
the list of seven boards which 
President Roosevelt at his mam- 
moth press conference Wednesday 
announced would have to go be- 
cause of the court’s sweeping de- 
cision invalidating NRA and al- 
most all its works. 


It is noteworthy that the auto- 
(Continued on Page 5, Col. 1) 





Dearborn, Mich., June 7.—Re- 
tail deliveries for the year to date 
of Ford V-8 cars, commercial cars 
and trucks passed the half-million 
mark during the last 10-day 
period in May, it was announced 
today at the home office of the 
Ford Motor Co. 

May was the third consecutive 
month this year in which retail 

(Continued on Page 2, Col. 2) 


The Top Ten 


Passenger Cars 
First Ten in Registrations 
as Reported in ADN Today 


1935 
Pos. Make 

1—317,753 Ford 166,483— 
2—190,759 Chev. 150,380— 
8—131,959 Plym. 93,515— 
4— 59,195 Dodge 31,553— 
5— 47,166 Olds. 16,268— 
6— 45,069 Pont. 23,970— 
I— 2,520 Hud.* 19,271— 
8— 20,610 Buick 17,546— 
9— 14,325 Chrys. 6,292—10 
10— 12,861 Stude. 13,694— 9 
*includes Terraplane. 

Total All Makes 
906,571 564,910 

See cumulative figures to 

date, 1935-1934, pages 20-21. 


lion Mark for 1935 


AMA Estimates 
May Production 
At 377,754 Units 


New York, June 7.—-Motor ve- 
hicle production in May was 377,- 
754 units, according to the pre- 
liminary estimate released today 
by the Automobile Manufacturers 
Assn. 

This represents an 8 per cent 
increase over May of last year 
and a 25 per cent decrease from 
April this year. 

On this basis of this estimate, 
the industry’s output for the year 
to date almost reached the two- 
million mark. Five months pro- 
duction amounted to _ 1,988,637 
cars and trucks—a 35 per cent 
increase over the same period of 
last year. The monthly estimate 
which is based upon reports of 
factory shipments is summarized 
below: 

Month 


1935 
303,424 
353,813 
451,809 
501,837 
377,754 


1,988,637 


1934 
162,570 
238,827 
352,614 
371,338 
350,616 


1,475,965 


Used Car Control 
Sought in Revised 
Dealer Contract 


Official Guide as Basis of 
Allowance Would Be 


Continued 


St. Louis, Mo., June 7.— 
A drastic revision of factory 
dealer contracts in order to 
preserve the principles of 


the former Motor Vehicle 
retailing Trade code through 
manufacturer co-operation, is 
urged in a letter sent this week 
to all manufacturers over the 
signature of F. W. A. Vesper, 


Complete Text of Proposed 
NADA Contract is on page 20. 


president of the National Auto- 
mobile Dealers’ Assn. 

The letter and attached brief 
criticizes the present dealer fac- 
tory contracts in relation to 
“cancellation,” “new car price 
maintenance,” “consignment sales” 
and “discounts” and makes speci- 
fic recommendations under which 
the manufacturers would be given 
effective control over used car 
allowance prices so far as their 
own dealers were concerned. 
Through their co-operative effort 
used car allowances could be 
stabilized in line with the prices 
quoted in the Official Guide 
which is to be continued by the 
NADA. Under the proposed new 


(Continued on Page 2, Col. 1) 

All Chr ysler 
Divisions Report 
Marked Gains 


Detroit, June 7.—Retail deliv- 
eries of Dodge passenger cars for 
the week ending June 1 are re- 
ported to have totaled 4,806 units 
as compared to 4,697 units deliv- 
ered in the preceding week. 

Retail deliveries by Dodge deal- 
ers for the first five months of 
1935 have reached a total of 
157,722, which is a gain of 60.2 
per cent over the total deliveries 
recorded for the similar period in 
1934. The total of 157,722 vehicles 
delivered includes 52,981 Plym- 
ouths sold by Dodge dealers and 
104,741 Dodge passenger cars and 
trucks. 

Chrysler Sales Corp. reports 
that 1,144 Chrysler cars were de- 
livered during the week ending 
June 1 and also 3,693 Plymouths 
sold by Chrysler dealers. These 
figures, it was claimed, represent 
an increase over figures for the 
corresponding weeks for the past 
three years. 

During the first 22 weeks of 
1935, Chrysler dealers have deliv- 
ered at retail 18,958 Chrysler cars 
and 67,813 Plymouths. 

De Soto dealers are reported to 
have sold a total of 3,897 De Sotos 
and Plymouths during the week 


(Continued on Page 3, Col. 5) 
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NADA Urges Drasti 
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Vesper Seeks to Preserve 


}= Principles of MVRT Code 


(Continued from Page 1) 
figures | agreed upon principles in our code 


setup the Official Guide 
would be accepted as a basis of 
fair trading. 

NADA recommendations now 
being considered by factory of-| 
ficials propose to substitute a new | 
cancellation clause in the dealer- 
factory contracts under which the | 
manufacturer would retain the| 
right to cancel a dealer’s contract 
without other cause and without 
notice in event of the dealer fail- | 
ing to live up to the principles of | 
fair practice as outlined in the| 
former code. 

This brief points out that under | 
the present contract the manu-| 
facturer retains the right to cancel | 
the dealer’s contract without | 
cause and without notice and| 
without assuming any responsi- 
bility for the obligations incurred | 
by the dealer in his efforts to full- | 
fill his part of the contract. The | 
proposed NADA contract would |} 
make it mandatory for the manu- 


and could be made operative with 
or without the code. 

“T, therefore, respectfully re- 
quest an immediate reply inform- | 
ing me of your attitude on each 
principle and a statement as to 
your willingness to prepare an 
equitable, legal rider, placing 
these provisions in your existing 
contract. 

Some Exceptions 

“All the problems enumerated in 
the outline do not apply to every 
manufacturer, but some of them 
do apply to every existing dealer | 
franchise contract, and you will 
readily see which apply to yours. | 
Each principle listed for correc- 
tion in the outline is vitally affect- | 
ing the dealers detrimentally, and 
in order to present a complete 
picture, all of them are included 
in this resume, which is being 
sent in the same form to all 
manufacturers, and of whom I 





facturer to show cause in cases of | 2m making this same request. 


cancellation, he would be required 
to give the dealer reasonable no- | 
tice and he would be required to 
take over obligations, surplus 
stocks of cars and parts or other | 
items which the dealer had in-| 
curred in his effort to fullfill his | 
share of the contract. Failure of | 
the dealer, however, to live up to 
the trade practice provisions of 
the former code would relieve the | 
manufacturer of the obligations | 
of the proposed new contract and 
would leave the dealer no appeal | 
from the factories decision. | 


Would Use NADA Guide 
Under the NADA proposal to| 
manufacturers the use of the) 
Official Used Car Guide as a fair} 
standard of appraisal would be| 
written into the dealer contract. 
This proposal is based upon the) 
present clauses which constrain 
dealers to maintain the list prices 
as established by the manufac- 
turer. In its brief the NADA 
points out that in actual practice 
when a dealer gives an allowance 
for a used car in excess of the 
actual value of the car he thereby 
fails to maintain the list price in 
fact. Its proposal is that the 
book be continued and used as a 
maximum allowance guide. A 
dealer exceeding the guide book 
prices would place himself in 
jeopardy of being cancelled by 
his manufacturer without notice. 
Just what the factory attitude 





will be toward the NADA pro- 
posals is still uncertain as not 
sufficient time has elapsed in 


which the proposals can be con- 
sidered. The proposals of course 
would imply a militant enforce- 
ment of the contract clauses by 
the factories in order to be of | 
great benefit to the dealer body 
as a whole 

Understanding Needed | 

The brief sent to all manufac- | 
facturers reads as follows: “A 
definite understanding must be 
established between manufactur- 
ers and dealers if progress made 
is not to be lost. 

“Conditions, as now developed, 
are such as to require immediate 
action. The remedy lies within 
the power of the automobile 
manufacturer The _ individual 
dealer is unable to cope with the 
situation due to fear of losing his 
franchise. 

Therefore, I must again present 
the dealers’ case to you. We had 
prepared the attached outline cov- 
ering certain objectives as a basis 
for consideration when and if the 
future of the dealers’ code might 
be determined, but due to the 
serious plight of the dealers, this 
determination can no longer be 
delayed. 

“Statements of principle and 
methods for the correction of ex- 
isting conditions are submitted. 


These methods, you will note, do | George W. Curry, left, new district manager of Graham Paige Motors Co 
| lating James M. O’Dea, Detroit distributor, on the new sales quarters ready for opening. 
Albert E. Hall, general sales manager for O’Dea; 


not involve the code; thef can 
be made effective support of the | 


Dealers’ 


“It is highly desirable that the 
correction be made in the co-| 
operative spirit possible. 

“Though it will take only a 
short time for you to work out 
the contract riders and_ the 
method of procedure, let me urge 
you once again to take action 
in the interest of both yourselves 
and the dealers through an im- 
mediate increase in new car prof- 
its to dealers, regardless of the 
method you use in establishing 
same.”—(Signed) F. W. A. Vesper, 
president, National Automobile 
Assn. 


Ford V-8 Sales | 
Passed 500,000 
In Last of May 





| the 
the death of the Blue Eagle has | 


(Continued from Page 1) 


deliveries exceeded 100,000 units, | 
it was said. 

The last 10-day period in May | 
was the second best 10-day period | 
for retail deliveries in the last 
five years. 

Retail deliveries in the first five 
months averaged better than 
100,000 units per month. 

The total of retail deliveries of 
Ford trucks and commercial cars 
in the first five months was 66 
per cent ahead of the total for! 
the similar five-month period last 
year and greater than the total 
for any other similar period since 
1930 


© 


| sharp reduction. 





c Revision of Factory 


Contrae 


Safety Boys Arrive in Capital 


Forty-five schoolboy patrolmen, who are guests of the Plymouth Motor Corp. on a four-day jaunt to Washington, get first glimpse of the 


Capitol. 


Dealer Opinions Vary 


As to NRA Demise Effect 


(Continued from Page 1) 


ances in line with actual values. 
But on the other hand, there are 
many dealers who feel that re- 
linquishment of the code rules re- 
garding maximum allowances has 
made it possible for them to take 
in cars below the code book maxi- 
mum with much greater ease 
than was possible during the 
code days. 

This may be true to the extent 
that many prospective buyers de- 
manded to see the code book 
value of the car they wished to 
turn in and also demand that the 


allowance for their old car not | 


be out of line with the maximum 
shown in the book. 

Dealers are widely divided on 
question of whether or not 


resulted in an increase or de- 


| crease in new and used car sales. 


Many dealers claim there has 
been a sharp increase, while 
others declare there has been a 


sales trend is badly tangled up 


with seasonal and local influences | 


which makes it next to impossible 


to determine definitely the basic | 


cause of changes one way or the 
other. 


This ADN survey reveals that 


In all cases the | 





the majority of dealers still are | 


adhering to the Official Used Car 
Guide as a basis for computing 
allowances. The salesman’s mini- 


Cong catulations 


i 
iE 
if 
| 


| 
| ; 


| Others in the group are, left to right: 





Harry McConnaughty, secretary and treasurer; and George Reynolds, service manager. 


+» is congratu- 


juntil 





| Marvel Carbureter Co. 
| in 


mum drawing account has been 
disregarded in some cases, while 
others are retaining it and some 
propose to increase the present 
minimum. 

Opinions differ as to the wis- 
dom of attempting to continue 
the code principles through some 
other vehicle of enforcement than 
that provided under NRA. Some 
maintain that a substitute meas- 
ure of control is required to pro- 
tect the honest dealer from the 
chiseler, while others hold that 
the chiseler soon will eliminate 
himself from the picture as the 
result of his own unsound ope- 
rations. 

Summing up the results of the 
survey, it seems safe to say that 
wild trading has been noticed in 
only scattered cases since the 
death of NRA. Delivered prices 
of new cars are being generally 
maintained but in a few scattered 
cases excessive allowances have 


resulted in what is tantamount | 
to a reduction in the delivered 
price. Wage and hour provisions 
of the code, for the present at 
least, are being generally ad-| 
hered to. | 


Interviews with dealers in key 
points made by the Inquiring Re- 
porter will be found on page 4. 





Harry Strohm Appointed 
To Carburetor Position 
Flint, Mich., 7 Harry 


June 7. 
Strohm has been named sales en- 
gineer in charge of the new De-| 
troit office of 
Marvel Carbure- 
ter Co., a Borg- 
Warner division, 
according to an 
announcement 
by O. I. Larsen, 
president. 
Strohm, who 
recently 


engi- 


was sales 
neer for the 
Stromberg Car- 
bureter Co. in 
Detroit, was formerly employed | 
by the Wheeler-Schebler Carbur- 
eter Co., a Marvel subsidiary. 

The new Detroit office of the 





Harry Strohm 


the General Motors Bldg. 
Strohm will be assisted 


Detroit office by William Rayfield. 


. . v) . . 
Illinois Taxes Gain 
Chicago, June 7. — According to 
figures compiled and released by J. 
J. Cavanaugh, general manager of 
the Chicago Motor Club, motor ve- 


| rectors 


pee 
willingly 
| commit 


is located | 


in the} 





hicle owners of Illinois paid $46,- 
544,597 in taxes during 1934, as 
compared with a total of $44,062,338 
in 1933. The figures include license 
fees and gasoline taxes. 


The boys were selected to make the trip from among 5,000 schoolboy patrolmen in Detroit. 


CATA to Have 
Speakerless 
Chgo, - Banquet 


Chicago, June 7—The novelty 
of a banquet without an orator 
will become a reality Monday 
night at the annual Chicago Au- 
tomobile Trade Assn. dinner and 
meeting to be held at the Lake 
Shore Athletic Club. 

Spellbinding and pep talks will 
give way to a floor show during 
and after the dinner. Following 
this, with M. J. Lanahan, presi- 
dent, in the chair, the business 
meeting will be occupied by re- 
ports on association activities and 
the election of five directors to 
fill vacancies. 

The directors proposed by the 
nominating committee, in addi- 
tion to Lanahan, are K. K. Ken- 
derdine, H. T. Hollingshead, S. L. 
Davis and Charles L. Gerds. The 
first three will be up for re-elec- 
tion. 

The past year has been espe- 
cially eventful for the CATA, in- 
cluding such activities as the 
staging of the first annual dealer 
automobile show, the efforts to 
eliminate misleading advertising, 
and the work of the association’s 
labor policy board named to han- 
dle relations with mechanics. 

Methods of operation, now that 
the Supreme Court has _ ruled 
against code enforcement, will ' 
also be proposed. At a meeting 
several days ago, the CATA di- 
went on record as advo- 
cating retention of the best fea- 
tures of the code by dealers on a 
voluntary basis, with particular 
reference to maintaining wages 


and working conditions. Further 
comment is contained in the 
association’s house organ, just 


off the press, which states: 

“The process ahead seems to 
be one of continuous education. 
It stands to reason that no dealer 
or wilfully desires te 
business suicide. It is 
certainly to be hoped that deal- 
ers will not fall into that trap, 
even though competitive condi- 
tions tempt them. For years, 
dealers have been warned in 
their own best interests not to 


| wreck themselves by indulging in 


wild over-trading.” 


Larry Chittenden 

Detroit, June 7.—Larry Chitten- 
den, sales manager of the American 
Asbestos Products Co., Inc., of this 
city, died early today at the Pontiac 
General Hospital of pleurisy. Mr. 
Chittenden, who was also a member 
of the board of directors of the 
American Asbestos Products Co., was 
formerly eastern divisional sales 
manager for the Ford Motor Co. in 
the early days of that organization, 
He was at various times sales m="- 
ager of the Wire Wheel Corp.; the 
Indiana Lamp Co. and had bé@en 
prominent in the industry for *°? 
years. Prior to joining Americ?” 
Asbestos he was a manufactu‘e?S 
representative in this city. 











Roosevelt Warns Business 


To Fix Pr 


l 
OO ___— . 





Washington, June 7.—Voluntary 
codes that may be set up by in- 
dustry or business in the place of 
NRA codes destroyed by the Su- 
preme Court decision last week 
must contain no provisions which 
run counter to statute law, Pres- 
ident Roosevelt let it be known 
today. This was in response to 
questions whether the anti-trust 
laws are now back in effect and 
whether prosecutions for their 
violation will be the policy of the 
administrations. 

Many of the old codes do not 
violate the anti-trust laws, the 
President holds, but he contends 
he has no authority to waive 
statute law for any that might. 
This was taken to mean that in- 
dustry and business must exer- 
cise care in price-fixing although 
the President hopes for main- 
tenance of the price structure. 

No Tax Change Seen 

Regarding widely published re- 
ports that he plans to send a 
special message to Congress urg- 
ing new taxes, among them a 
heavy inheritance levy, the Pres- 
ident said he had not been able 
to give thought to the tax prob- 
lem for a month, inferring no 
message is contemplated at this 
time. 

At his press conference the 
President was more jovial and 
optimistic than a week ago, when 
he openly deplored the Sche- 
chter decision, and he said in re- 
sponse to a question that the ob- 
jectives of his administration re- 
main just as they were and that 
he believes “we are getting some- 
where.” 

Labor Objects 

Roosevelt’s plan for a skeleton- 
ized NRA has failed to win the 
support of organized labor. The 
executive council of the American 
Federation of Labor met here 
yesterday and demanded an en- 
tirely new law “with teeth” and 
called for a constitutional amend- 
ment giving the Federal govern- 
ment power over economic and 
social problems the Supreme 
Court held it does not now pos- 
sess. The President’s plans for 
NRA were denounced as “sur- 
render to the opponents of na-| 
tional recovery.” 

As the first step toward over- 
coming the crisis precipitated by 
the Schechter decision, the coun- 
cil decided to fight for legislation 
to prevent wage cuts and longer 
working hours. After the session 
William Green, AFL President, 
said: 








Called Damaging 
“A calm and dispassionate study 
of the Supreme Court decision 
forces labor to the inevitable con- 
clusion that the cause of social 
justice, economic welfare, the pro- 
tection of children and the pro-| 
motion of the common weal has | 
sustained a most damaging blow. 
Because of this solemn conviction 
the executive council will sponsor 
a new act to replace the National 
Recovery Act, will arrange for its 
introduction in Congress and will | 
call upon labor and its friends to 
appeal to Congress to enact it 
into law before it adjourns.” 


Canadian Car Financing | 
Maintains Upward Trend | 
Montreal, June 7.—The upward | 

trend in the number of cars, | 

trucks and buses financed during | 
the first quarter of this year was | 

maintained in April with 12,709 

vehicles financed to the extent of | 

$5,354,670, an increase of 49.7 per 
cent in volume and 53.1 per cent| 
in the amount of financing, com- | 
pared with the same month last | 
year, the Dominion Bureau of 

Statistics reports. 

The number of new vehicles 
financed was 4,750 at $3,235,446 | 
against 3,119 at $2,109,794 in April, 
1934, while the used cars totaled 
7,959 at $2,119,224, compared wit 
5,373 at $1,387,137. 
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Says Voluntary Codes Must Observe Statutes 


ces Carefully 


To Decide Fate 
Of Federal le 


Gasoline Tax 


Washington, June 7.—The fate 
of the one-cent Federal gasoline 
tax, target of thousands of pro- 
tests by motor vehicle owners, 
will probably be settled next week. 
The levy is due to die automatic- 
ally June 30 and Chairman 
Doughton, of the House Ways 
and Means Committee, which will 
weigh the question of whether it 
should be continued, says the 
problem demands prompt disposal. 


Doughton and other members 
of the committee are on record 
as calling the tax temporary or 
unjust and many other Congress 
members are openly opposed to 
its continuation. Chances of it 
being allowed to die June 30 ap- 
pear brighter than ever before. 

Its death will mean the saving 
of many millions of dollars to 
highway users. Since July 1, 1932, 
when it went into effect, until 


Apr. 1 last, it is estimated that it | 


drained gasoline users of approxi- 
mately $430,000,000. 

Arguments advanced against 
continuation of the Federal tax 
are many but the principal one 
is that motor vehicle users are 
over-burdened with levies and 


that the gasoline tax is one which | 


should be left to the discretion of 
the states. It is further claimed 
that it is unfair for the Federal 
government, which obtains 17 per 
cent of all revenue from automo- 


tive interests, too levy an impost | 


upon a commodity already heavily 
taxed by state, county and muni- 
cipal governments. 

Twenty state legislatures have 
memorialized Congress to let the 
tax die. 


Bar Pre-View 


Milwaukee, Wis., June 7.— The 
executive committee of the Auditor- 


ium board has approved a _ recom- 
mendation that no automobiles or 
trucks be displayed at the Milwau- 





| terested 





kee-Wisconsin exposition in the Aud- | 


itorium Nov. 16 to 24. 
kee Automotive Trades, Inc., 
requested either an earlier date for 
the auto show, scheduled Nov. 30 to 
Dec. 7, or the concession that no 
automobiles or trucks be displayed 
at any other show prior to that 
time, 


The Milwau- 
had | 





© an 


Visitors From France 





Paul Tribe, left, French artist, designer and editor of ‘‘Revue Ford,’’ the French Ford 
house organ; Maurice Dollfus, center, managing director of Matford, and Henry Ford seen 
during the visit of the group of French Ford directors at Dearborn, Mich., this week. 





American Trucking Grou P 


Stull Supports Eastman Bill 





Washington, June 7.— Despite 
abrupt termination of the NRA 
trucking code by the Supreme 
Court decision the American 
Trucking Assns., Inc., will con- 
tinue its campaign for enactment 
of the Eastman motor carrier 
bill, with amendments. A special 
advisory committee of the organ- 
ization met here yesterday and 
decided to call a joint meeting of 
the directors and the policy, ex- 
ecutive and legislative commit- 
tees for June 17 and 18 in Wash- 
ington to formulate plans 
mustering: the industry’s heaviest 


artillery in a concerted effort to} 


obtain acceptable Federal regu- 
lation. Other truck operators in- 
in Federal legislation 


have also been invited. 


Besides planning methods 
whereby the industry’s story may 
be presented most effectively to 
Congress and particularly to the 
House, where the Eastman bill is 
now pending, the conference will 
also decide what further amend- 
ments or new legislation is de- 
sirable. 

Before the code was voided the 


ATA favored the bill contingent | 
continuation of | 
and | 


upon two things 
the code self-rule principle 
creation of a separate division of 
the ICC to administer it. Be- 


K. T. Keller Opens Plant 





h| K- T. Keller, president of Dodge; R. M. Hidey (center) truck factory manager, and 


J. D. Burke (left), director of truck sales, gathered to celebrate the opening of another 
756-foot addition to the Dodge truck plant at Detroit. 


for | 


code, 
will 
posi- 


|; cause of the death of the 
however, the organization 
| have to further clarify its 
tion. 

That the industry needs Fed- 
eral regulation now more than 
ever before was manifest at the 
advisory committee’s session. One 
member described the coming 
conference as a “council of war.” 
| The Eastman bill, passed by 
the Senate in April, still is in a 


| sub-committee of the House in- 
| terstate and foreign commerce 
committee. 


Deprive 400 of License 
In 1935 Minn. Drive 
St. Paul, Minn., June 7.—More 
than 4,000 traffic convictions and 


been chalked up against Min- 
nesota automobile drivers since 
the first of the year. 

These records are being kept by 
the state drivers’ license bureau. 
According to officials of the 





their licenses to drive. 
law violations were not serious 
enough to warrant revocation or 
suspension of the licenses, the 
cases were 
vidual card 
“Should 


drivers. 
be 


kept for all 


the same drivers 





| the fourth annual event of 


3 


Awards Prizes 
To Car Salesmen 





- 


Chicago, June 7.—-Salesmen 
who turned in the greatest volume 
of business for their respective 
makes of cars in the Chicago 
area during automobile show 
week were named and honored 
with prizes of their own choosing 
at a luncheon at the Hotel Sher- 
man roof bungalow. The contest, 
its 
kind, was sponsored by the 
Chicago Evening American. 

M. C. Meigs, business manager, 
and H. D. Wilson, automobile 
manager, of the American were 
hosts at the party. In addition 
to the star salesmen, those pres- 
ent included distributors, branch 
managers, zone managers and 





approximately 3,000 accidents have | ending June 1. 





bureau more than 400 persons in| 
the state have been deprived of | 
Where | 


recorded on the indi- | 


involved in further law violations | 


or accidents,” declared N. W. Els- 

berg, state highway commissioner, 
“their previous records will be 
available. Such safety measures 
as this must 
we are to halt the maiming and 
slaughtering of our citizens on 
the public highways.” 


White Motor Co. 
Gets 125-Bus Order 


Cleveland, O., June 7.—What is 
said to be the largest single order 
ever placed for school buses has 
been received by the White Mo- 
tor Co. Children’s Bus Service, 
Inc., of New York City, has or- 
dered 125 buses, total cost of 
which will be $350,000. The buses 
will be all-steel construction, will 
be equipped with safety glass 

; throughout, and will be of stream- 

| line design. 

| Children’s School Bus 
Inc., operates under contract with 
the New York City Board of Edu- 

| cation, transporting approximate- 

| ly 12,000 school children to and 


# | from school each day in the five 


| boroughs of the city. 
Production on the order 


is 
| scheduled to start immediately. 


be kept in force if | 


Service, | 


other leading Chicago officials of 
the trade. 

Prizes selected by the winners 
fell in a wide range, from shot- 
guns to golf clubs, luggage, 
watches, silver sets and electrical 
equipment for the home. 

The victors, as announced and 
awarded by Wilson were: 

J. D. Fulrath, Auburn; W. Clare 
Crandall, Buick; J. F. McGowan, 
Cadillac-La-Salle; L. R. Wachlin, 
Chevrolet; William J. Steiner, 
Chrysler; Elmer G. Nelson, De 
Soto: L. H. Peiser, Dodge; 
Charles H. Jaap, Ford; B. A. Ape- 
land, Graham; Ernest W. Wolter, 
Hudson-Terraplane; W. C. Cham- 
bers, Hupmobile; Ross P. Wil- 
kins, Lincoln; J. R. Rhine, Nash- 
LaFayette; Carl G. Crooks, 
Packard; G. C. Buxton, Pierce- 
Arrow; W. L. Lovejoy, Pontiac; 
Charles G. Staat, Reo, and Arthur 
| L. Losson, Studebaker. 


All Chrysler 
_ Divisions Report 


| Marked Gains 








(Continued from Page 1) 
An all-time record 
business week is claimed, this 


feat breaking the previous record 

mark of 3,860 units established 
| eevlee the week ending April 6, 
1935. 

In the first 22 weeks of 1935, 
De Soto dealers have delivered at 
retail 11,374 De Soto cars in addi- 
tion to 55,432 Plymouths sold by 


De Soto dealers 





Canadians May Codify 


Retail Auto Trade 


Vancouver, B. C., June 7. Codi- 
fication of the retail automobile 
industry in Canada by federal 


statute was the object of a reso- 
lution passed by the Automobile 
Dealers’ Assn. at Victoria, B. C., 
after a two hours’ address by 
James R. Dixon of Ottawa, speak- 
ing on behalf of the National 
Automobile Dealers’ Assn. 

Dixon addressed members of 
the organization and representa- 
tives of the Victoria Chamber of 
Commerce, automobile insurance 
agents and other business groups. 

He produced a copy of proposed 
regulations under which retail 
distribution of new and used cars 
would be sold in Canada, and for 
the enactment of which a special 
federal statute is being suggested 
by the National Automobile Re- 
tailers’ Organization. 

All dealers would be licensed 
and subscribe to a uniform code, 


it was suggested. 


Must Register Cars 


Tallahassee, Fla., June 17.—Bills 
passed recently by the House of 
Representatives included H.B. No. 
634, sponsored by John S. Burks 
of Pasco, to require the registra- 


tion of used cars brought into the 
state for resale purposes and the 
making of bonds by the out of state 
| dealers who bring such vehicles into 
| Florida. 





| 
i 
| 
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Inquiring Reporter Seeks Dealer Code Concensus 


Probes Into Effects of 


Recovery Acts Abolition 


W 


covery Act unconstitutional 


rupt end to the 587 trade codes which had been promul- 
gated under its provision, the ADN Inquiring Reporter 
has been put on the job to find out what effect the code 
ending has had on dealer operations to date. 


tions asked by the Inquiring Reporter were: 
Since the death of the Motor @———————__—_—_—_—_—_ 


Vehicle Retailing Trade Code, 
have new and used car sales in- 
creased? Do you 
still hold to Of- 
ficial Used Car 
Guide prices? 
If not, have 
your allowances 
for used cars 
increased or de- 
creased? Are 
dealers in your 
section main- 
- ff taining deliv- 
4 ered prices on 
he | QUIRI 6 new cars? Have 
you retained the 
REDORTER minimum draw- 
ing accounts and 
other wage and hour provisions 
of the former code? Generally, 
has the death of NRA affected 
your operations of future outlook? 
These questions were asked of 
representative dealers in New 
York, Chicago, Detroit, Dallas, 
Tex., Atlanta, Ga. and Pitts- 
burgh, Pa. The answers were 
given as follows: 


Chiseler Flourishes 


But Dies in the End 


Thomas H. Walker, general 
sales manager, Aaron DeRoy 
Motor Car Co., Hudson-Terra- 
plane distributors, Detroit; presi- 
dent Walker Motors, Hudson, 
and vice-president Detroit Auto 
Dealers Assn.: “Sales have de- 
creased slightly. 

“In some instances salesmen 
ran wild when the code was de- 
clared illegal and their dealers 
will find themselves heavily over- 
stocked with used cars taken in 
at excessive prices. There always 
has been and always will be the 
problem of educating the sales- 
man. He should realize that a 
sale on which the used car brings 
a loss is not a sale. There is no 


~ 








ITH almost two weeks having elapsed from the time 
the U. S. Supreme Court declared the National Re- 





reason why fair prices cannot be 
maintained on trade-ins. 


“We have been allowing ap- 
proximately the same_ turn-in 
prices, although in some instances 
we go a little over the book if 
the car warrants it. In no case 
are we featuring trade-in prices. 

“Immediately after the Su- 
preme Court decision there was | 
a buying hysteria as the public | 
attempted to take advantage of 
higher used car allowances. 

“Our salesmen still have the 
drawing account and we expect 
to let them vote on their choice. 

“T look for no great change as 
a result of the code decision. 

“A dealer who is ethical needs 
no enforced code prices. He is 
in business to make a fair profit. 
The chiseler will always spring 
up and flourish, but in the end he 


will eliminate himself by wild 
and indiscriminate used-car al- 
lowances.” 


Can See No Great Change 


Resulting from Decision 


R. M. Lewis, sales manager 
Rowley & Zimmermann, Detroit, 
Ford: “Business has slowed down 
slightly, but the slack is probably 
seasonal. Our used car allow- 
ances are about the same as they 
were under the code. Sometimes 
we go a little higher, but not un- 
less the car turned in is worth it. 
The code book is a good guide 
and should be used as such. 

“T can see no great change as 
a result of the code decision, and 
think that as soon as the flurry 
dies out there will be a general 
leveling out. Our salesmen are 





and thereby brought an ab- 


The ques- 


now working under straight com- 
mission, which is apparently more 
satisfactory to them.” 





Sales Increase Seen 
By Chrysler-Detroit 


W. TT. Wright, general sales 
manager, Chrysler-Detroit Co., 
Chrysler-Plymouth: “There has 


been a noticeable increase in our 
sales. We deviate a little from 
the book prices. This, I believe, 





will be better for business. We 
are keeping our salesmen on the 
drawing account set up by the 
code. 


“To the average dealer who is 
in business to make a fair profit, 
the code decision should make no 
great difference. The chiseler was 
with us during the code and will 
still be with us. In the long run 
he will kill himself by his meth- 
ods of operation.” 


Code Death Im proves 


Used Car Situation 


R. H. Keeling, vice - president 
Studebaker Sales Co., Studebaker, 
Chicago: “New car sales natural- 
ly recede at this time of year but 
both new and used car volume 
has held up well with us. With 
the NRA out, it is easier to get 
cars in at what they are worth. 
We have always felt that the 
book prices were too high and we 
now experience less difficulty in 
taking in used automobiles at 
less than book prices. The maxi- 
mum allowance idea was a case 
of putting the cart before the 
horse. The second-hand situation 
is clearing up because dealers 
aren’t giving insane allowances. 
Delivered prices on new cars are 
being maintained. We like the 
drawing account for salesmen 
plan and are considering raising 
the amount provided in the code. 
Our operation or future outlook 
hasn’t been changed.” 








Demise of Blue Eagle 


Does Not Effect Trade | 


Victor C. P. Dreiske, general 
manager Cadillac branch, Chi- 
cago: “We have had an increase 
in new car sales and a decrease 
in used car inventory which now 
stands at a 30 days’ supply. We 
have found it possible to take in 
used cars at their true worth 
which was frequently much less 
than book prices, and expect to 
continue that way in trade-ins. 
Our increase over last year has 
amounted to 266 per cent for 
LaSalle, 126 per cent for Cadillac | 
and 163 per cent for Oldsmobile. | 
We try to make money on our | 
used cars. Delivered prices are 
being maintained in Chicago on 
new cars. As for minimum draw- 
ing account to salesmen, our rate 





has amounted to considerably 
more than the figure set under 
the code. The passing of the 
code has involved no change in 
our operations or outlook.” 


Sticks by Code Book 
Used Car Allowances 


Charles J. Dempsey, president 
Charles J. Dempsey, Inc., Ford, 
Chicago: “While our new car 
volume has held up well and is 
far ahead of last year, used car 
sales have slowed down. I at- 
tribute this to backward weather, 
because normally there should be 
no slackening until July. We are 
adhering to the book as a guide 








New German Model 





This streamlined three-wheeler, with a one-cylinder motor of 500 cm. piston displacement, is 


one of the features of the International Automobile Show in Berlin, Ge: 
streamlines start from the air-cooled Heck motor in the rear. 


rmany. The 
The builder is Kaiser. 





and consider it excellent as a 
maximum from which to operate. 
Unfortunately, many dealers don’t 
see it that way, as evidenced by 
the number of foolish over-allow- 
ances that are made. Strictly 
speaking, new car delivered 
prices are being maintained but 
that’s not the effect when you 
consider over-allowances on used 
cars and things given away by 
some dealers. In the matter of 
minimum salesmen’s drawing ac- 
counts, we cut them out in Sep- 
tember last year because we pre- 
fer to pay salesmen according to 
their earning power. The death 
of the NRA has not affected our 
operations or outlook.” 





Plans No Change as 
Regards Hours, Wages 


Charles Abbott, sales manager 
Nash Detroit Co.: “We are con- 
tinuing to operate as we did un- 
der the code, as regards wages 
and hours. We do not contem- 
plate any change.” 





Fears Widespread 
Growth of Wild Trading 


Ralph T. Horgan, former New 
York state advisory committee 
of the MVRC, and vice-president 
of Krogers-Jonas, Inc., Ford, New 


York City: “We are genuinely 
disappointed in the abolishment 
of the code. From its inception 


we have been strict adherents to 
the code and since the Supreme 
Court ruling we have maintained 
the same hours, wages and have 
continued using the NADA used 
car price book, having exceeded 
these prices only on two occas- 
ions. While under the code we 
did have, perhaps, one or two 
chiselers out of 10 but under the 
present set-up I am afraid the 
number will increase alarmingly 
and we will be in a worse pre- 
dicament than even before the 
code. Some kind of organization 
should control the wild trading 
but without the co-operation of 
the manufacturers it seems im- 
possible to enforce such regula- 
tion. The code committee closed 
its doors here last Saturday.” 


Would Favor Code 


Fully Enforced 


F. L. Yarrington, of the Glidden 
Buick-Pontiac Co., New York 
City: “I’m for the NRA 100 per 
cent if it is enforced properly, 
but when the Government fails to 
enforce the code and permits such 
gross violations such as have 
been going on around here for 
the past year then I believe we 
are much better off without such 
regulation. When the NRA first 
started everything went along 
smoothly as long as everybody 
felt that they had to adhere to 
the rules. After about a year a 
general letdown on enforcement 
occurred, resulting in chiseling 
from all directions. Since the 
death knell has been sounded we 








have not noticed any change in 
business. We are maintaining 
the same hours, but we have 
taken away the minimum draw- 
ing account from our sales staff.” 





Welcomes Ending 


Of Code Regulation 


Ed. E. Bates, president of Bates 
Chevrolet Co.: “All large dealers 
will welcome the end of NRA. I 
never thought much of the idea 
anyway. Such regulation is im- 
possible to enforce. Even an or- 
ganization among Chevrolet deal- 
ers created for the purpose of 
standardizing appraisal values on 
cars to be traded against the 
purchase of Chevrolets could not 
be controlled. In spite of the fact 
that an appraisal was filed at a 
central point on a particular car, 
the small dealer would invariably 
go over the listed appraisal and 
get the order. There can never 
be proper enforcement of such 
regulations and for my part I am 
glad it is over with. Our busi- 
ness has neither increased or de- 
creased since the termination of 
NRA. We maintain the same 
hours and wages, including the 
minimum drawing account to 
salesmen. I think all large deal- 
ers will welcome the change, the 
only fellow who won't like it will 
be the little dealer who because 
of his insignificance and his will- 
ingness to violate the law was 
able to gain a dollar or two.” 


Sees Code Death 


Threat to Dealers 


X. R. Gill, Studebaker Corp. of 
Texas, Dallas, Tex.: “Sales of both 
new and used cars have decreased 
in past 30 days. The used car 
book prices are still being used 
as basis, but allowances for used 
cars in trades for new ones have 
been increased. Dealers are not 
maintaining delivered prices on 
new cars, but many of them sell- 
ing at wholesale quotations. Min- 
imum drawing accounts for sales- 
men have been increased. The 
death of NRA has jeopardized re- 
tail automobile business and un- 
less some control is established 
at once many retailers face bank- 
ruptcy.” 


Reduced Allowances 
On Used Car Turn-ins 


E. C. Camp, sales manager Perry 
Motor Co., Plymouth, Dodge, 
Nash - LaFayette and De Soto, 
Dallas, Tex.: “New and used car 
sales increased in past fortnight. 
We do not use used car price 
book, but have reduced allow- 
ances for used cars and have 
eliminated drawing accounts for 
salesmen. The death of the Blue 
Eagle probably will affect busi- 
ness temporarily, but in a short 
time the situation will right itself 
and business will be befter than 
ever.” 











Better Business Felt 


For Past Thirty Days 


N. R. Filgo, Filgo Motor Co., 
Hudson-Terraplane, Dallas, Tex.: 
“Business in both new and used 
cars has been better during the 
past 30 days and outlook for the 
summer is brighter. Allowances 
for used cars have been increased 
since price book was scrapped 
some time ago and some dealers 
in low price cars hiked figures. 
Delivered prices are being main- 
tained. Drawing accounts for 
salesmen have been eliminated. 
Slaying of the Blue Eagle unset- 
tled business for a time, but indi- 
cations are that the situation will 
work itself out in a short time.” 


See Longer Used Car. 


Allowances Inevitable 


R. T. Brown, manager Brown 
Motor Sales, Pontiac, Pittsburgh, 
Pa.: “I can’t notice any definite 
up or down trend in sales since 
the code went out. We are hold- 
ing very close to used car book 
prices. We haven’t noticed any 
cases of dealers cutting delivered 
prices of new cars. There has 
been no change in drawing ac- 
counts for salesmen. The code 
hasn’t been out long enough to 
materially effect our operation. 
Longer prices on used cars are 
an inevitable result of loss of the 
code.” 


Thinks Code Demise 
Will Prove Benefit 


E. B. Thomas, manager Dor- 
mont Buick Sales, Pittsburgh, Pa.: 
“Sales have decreased since the 
code ended. Generally speaking 
we are holding to used car book 
prices. Only one out of a hundred 
dealers are maintaining delivered 
prices without chiseling. We are 
still maintaining minimum draw- 
ing accounts for salesmen. We 
are much happier with the code 
out of the way because it was not 
being observed by dealers before 
the Supreme Court decision. If 
the code were religiously upheld 
by all dealers it would be the sal- 
vation of the automobile industry. 
Shortcomings of the code are 
easily demonstrated by taking a 
used car from dealer to dealer 
and getting quotations.” 








Business as Usual 


Reported in Atlanta 
H. C. McMullin, Yarbrough Mo- 
tor Co., Studebaker, Atlanta: 
“No change in new and used car 
sales is noticeable as the result 
of code abandonment. We are 
trying to adjust used car prices 
to actual value and a little below 
book prices. We are still retain- 
ing the minimum drawing ac- 
count for salesmen. The outlook 
without the code is better.” 


Used Car Allowance 


Shows Slight Jump 

B. V. Stodghill, John Smith Co., 
Chevrolet: “There has been no 
change in new and used car sales 
or delivered prices of new cars. 
Allowances for used cars have 
increased somewhat. 

“We are still retaining mini- 
mum salesmen’s drawing ac- 
counts. Generally there has been 
little change resulting from loss 
of NRA.” 


Business Outlook 


Better Without Code 


W. Y. Anthony, Anthony Buick 
Co.: “We have experienced no 
change in business volume. We 
do not hold to used car book 
prices and allowances have in- 
creased somewhat. We will con- 
tinue minimum drawing accounts. 
I believe the dealer can continue 
business better by being un- 


hampered by codes since many 
dealers in the country were vio- 
lating the code and making it 
difficult for the city dealer to 
maintain prices.” 


~~ 


ee 
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Wagner Labor Bill Battle 
May Become More Better 


(Continued from Page 1) 


mobile board occupies a_ status 
quite different from those 
death sentence was read. Where- 
as those were born of the 
creating NRA, now held uncon- 
stitutional, the automobile board 
is the result of a personal agree- 
ment between the industry and 
the White House. The President 
has made no move to dissolve it 
and the industry seems content 
to allow matters to rock along for 
the present, awaiting eventuali- 
ties. 
Hotly Assailed 

In the meantime the Wagner 
Labor Relations Bill has been 
pushed into an even more con- 
spicuous position in the national 
spotlight. Already hotly assailed 
by industry in general it promises 
to become still more of a battle- 
ground. 

Even before the NRA decision 
the bill was attacked as uncon- 
stitutional and this week its spon- 
sor, Senator Wagner of New York, 
conceded that amendments to the 
form in which it was passed by 
the Senate will have to be made 
to bring it into line with the 
Supreme Court’s dicta. 

Wagner now says the measure’s 
declaration of purpose should em- 
phasize that it is designed to pre- 
vent cessation of work that would 


interfere with interstate com- 
merce. As the bill passed the 
Senate its paramount objective 


was called increasing mass pur- 
chasing power. 


New Labor Board 


“The amendments I have sug- 
gested will, I believe, remove any 
doubt as to constitutionality and 


will in no way weaken the bill,” | 


the Senator declared. 


Observers agree, however, that 
that by no means disposes of the 
problem. They believe the Presi- 
dent will have some very definite 
ideas about what the bill should 
contain. 


mains very sharp and fearful of 
the loss of gains it achieved un- 
der the Blue Eagle it may put 
on redoubled pressure to obtain 
under the Wagner bill the pro- 
tection it feels it must have. 
There is a growing feeling that 
an effort will be made to incor- 
porate in the Wagner bill powers 
for a new permanent national 
labor relations board to enforce 
its commands in regard to wages, 


hours and other working condi- | 


tions so far as interstate com- 


merce, in the light of the Supreme | 


Court’s restrictive definition, is 


concerned. 


Forestalls Trouble 


As a step toward forestalling 
possible labor troubles which may 
come in the wake of the court’s 
decision the President announced 
that he has already proposed to 
Congress a supplemental appro- 
priation of $600,000 for the Labor 
Department to enable it to con- 
duct additional mediation and 
conciliation activities, thus taking 
over part of the work of the 
abolished boards. 

“It is worth noting, however,” 
he observed, “that the authority 
of the Department extends only 
to mediation and conciliation. The 
Wagner bill, 


substantially cover the functions 
heretofore exercised by the (abol- 
ished) boards.” 


At the moment, while the fog 


of confusion precipitated here by | 
the NRA decision is slowly, very | 
Australia which with their equip- 


slowly, lifting, there seems to be 
no disposition to hurry further 
Congressional action on the Wag- 
ner bill and its backers may await 
further reaction from the coun- 
try to the state of affairs brought 
on by the court. They feel that 
even a small epidemic of wage- 
cutting and hours lengthening 
would 


immeasurably strengthen 





whose | 


law | 


Labor’s disappointment | 
over the destruction of NRA re-| 


if enacted, would | 
set up new tribunals which would | 


| week 


| it 
| bill 








their hand. Such a wave might 
not set in for several weeks, they | 
know, if at all. But if it is com-| 
ing they want the advantage it 
would give them. So deliberation | 


in management of the bill may be | ; 


expected. 

Spokesmen of industry here} 
continue to feel that Wagner bill | 
and the Black 30-hour bill alike | 
have been crushed by the Su- | 
preme Court’s. decision. Said 
James A. Emery, chief counsel of 
the National Assn. of Manufac- | 


turers, this week: | 
Denies Control 
“The effect of the Schechter | 


opinion upon the 30-hour bill and 
the Wagner labor disputes bill is 
as clear in its implications as 
though cases arising under those 
bills were before the court. The | 
foundations of the former rest 
upon an attempt to control ex-| 
clusively local operations in pro-| 
duction and employment, flatly re- 
pulsed by the decision. 

“The Wagner bill rests upon | 
the proposition that the Federal | 
government may control local | 
labor disputes because they are} 
alleged to ‘affect’ or reais to 
affect commerce. This attempt is 
made by express definition in the 
bill. The Schechter opinion dis- 
tinctly rejects and condemns the 
relation of such transactions to 
commerce and denies any control 
under the commerce power over 
employment relations wholly local 
in character.” 


Labor Hoping 

With the destruction of NRA, 
labor, of course, is pinning all its 
hopes on the Wagner bill and 
William Green, president of the 
American Federation of Labor, | 
says: 

“This bill will guarantee us the| 
right of collective bargaining lost | 
with the abandonment of Section 
7-A. 
get wage and hour legislation in 
addition, we expect to strengthen | 
our organization and accomplish 


If we find it impossible to | 


that through collective bargain- | 
ing.” 
Green said this did not mean 


that the AFL would not continue 
to press for enactment of 30-hour 
legislation. Asked about) 
doubtful constitutionality of pro- 
posed labor legislation, Green said 
he believes Congress should not 
take this into consideration but 
should enact the legislation and | 


| let the courts decide its validity 


later. 
Rewrite Bill 

Meanwhile the House 
committee has been rewriting the 
Wagner bill in an effort to make | 
constitutional. The amended 

attempts to bring it within 
the interstate commerce clause of 
the Constitution, as interpreted by 
the Supreme Court, on the theory 
that when employers refuse to 
deal collectively with their work- 
ers industrial strife and unrest 
result, interfering with the free 
flow of commerce. President 
Roosevelt, friends of the bill say, | 
has already approved the meas-| 
ure as amended but Chairman 
O’Connor, of the rules committee 
of the House, predicted yester- 
day that not more than one mem- 
ber of the committee would vote 
to bring it on the floor. 


labor | 


Ford of Canada Builds 


Two Australian Plants | 


Detroit, June 7.—Ford Motor 
Co. of Canada, Ltd., is construct- 
ing two new factory buildings in 


ment will represent expenditures | 
of more than $1,000,000 at current 
exchange. One, located near Syd- 
ney, will be used for assembly of 
knocked down chassis shipped 
from East Windsor, while the sec- 
ond, near Melbourne, will provide 
additional space for assembly and 
manufacturing. 





| has 


| that will never wear out, 
obsolescence | 


|}and the 


Automobile Labor Board May Survive NRA Crash 


— 


Dodge Workers Celebrate 





Over two thousand employes of the Dodge truck plant, with their families, attended the opening of another addition to the company’s 


truck plant in Detroit. 





Plants Invest 
In Laboratory 


Research Work 


Detroit, June 7.--Along with 
other expansion plans that have 
been made by the motor car in- 
dustry during the last several 
months is the investment of large 
sums of what the trade knows 
as “silent” dollars. This is the 
money invested in laboratory re- 
search work that requires months 
and years to pay dividends. 

In tangibles, such as plant en- 
largements, new production ma- 
chinery, raw materials handling 
and fabricating and testing and 
proving facilities, the industry 
this year already ‘has made com- 


mitments in excess of $50,000,000. | 
| “undoubtedly can be fostered by 


What this year’s allocation to the 
engineering division aggregates 
been neither revealed nor 


| estimated. 


Greater Mileage 

The industry's engineers are not 
trying to build the motor vehicle 
because 
even if mechanical 
could be avoided, they admit they 
cannot fix style standards that 
would outlast the 
the average car. 

The engineering division finds 
several branches of experimenta- 
tion that permit no_ let-down. 
Among these are the search for 
greater mileage potentialities per 


gallon of gasoline under increas- | 


ingly complicated driving condi- 
tions, the fight 
search for lighter yet 
stronger metals and metals or 
alloys capable of greater resist- 
ance to the elements that hasten 
deterioration in motor cars. 


Something in excess of seven 
years has been fixed by the in- 
dustry’s statisticians as the “aver- 
age life of the average car,” al- 
though the figures are based 
largely on the “turnover” of new 
and used cars and the replace- 
ment volume of a certain period 
of years rather than an actual 
study of the volume of mechan- 
ical obsolescence each year. 

Style Pass 

Periodically there comes to 
light a car built “before the war,” 
still capable of operation under 
its own power. The industry it- 
self, as represented in the annual 
motor car shows, encourages the 
showing of these vehicles. While 
more newly manufactured ve- 
hicles have appeared on _ the 
streets of the United States this 
year than in any other like 
period during the last half decade, 


| the production heads of the in- 


dustry are convinced that style 
obsolescence will remove several 


| hundred thousand more automo- 


biles from the streets and high- 
ways within the next few months 
than will mechanical deteriora- 
tion. 


against friction | 





average life of | 
| use 





Charges High Gas Taxes 
Tempt Operators to Cheat 


Washington, June i cet 
portionately high gasoline taxes 
were pictured before the 25th Na- 
tional Conference on Weights and 
Measures here Thursday as a 
moral hazard which creates a 
temptation to cheat the public 
through short measurement or 
through tax evasion. 

Regardless of the honesty and 
accuracy of gasoline - dispensing 
equipment, it may be operated by 
persons tempted to use it dis- 
honestly, it was said by D. V. 
Stroop, of New York City, staff 
engineer of the American Petro- 
leum Institute. 

“This temptation,” he asserted, 


high taxes on gasoline where a 


| seller may greatly increase his 
profit by short-measuring his 
customers. In fact, the imposi- 


tion of disproportionately high 
taxes on gasoline creates an un- 
healthy moral temptation for per- 
sonal gain through either tax 
evasion or short delivery.” 

In order to protect the con- 
sumer, Stroop said, sealers of 
weights and measures demand the 
of fool and_ fraud-proof 
pumps, yet the volume of business 
done by the average service sta- 
tion is so small as to justify only 
minimum expenditures for such 
purposes. He revealed that the 


average service station has a po-| 


tential gasoline market of only 
165 gallons a day. That the av- 
erage gasoline pump _ delivers 


only about 55 gallons per day, 
explains, he said, why a motorist 
seldom experiences delay. 

Stroop suggested that Confer- 
ence and Institute co-operate in 
drafting adequate yet reasonable 
specifications of tolerances for 
measuring devices. “We are both,” 
he said, “endeavoring to accom- 
plish the same result—a square 
deal to the public, and satisfied 
customers. By working together 
we should be able to accomplish 
the desired result more quickly 
and easily.” 


Tennessee Dealers Will 


Abolish Code Trade-ins | 


Knoxville, Tenn., June 7 (UTPS). 

Dealers here, following the Su- 
preme Court decision abolishing 
the NRA, will do away with the 
code trade-in prices, according to 
a report from H. C. Buchanan, 
president of the Knoxville Auto 
Dealers Assn. Code hours, wages 
and “good-will practices will be 
maintained,” it was said. 


Brady Named 
New York, June 7.—U. S. Rubber 
Products, Inc., has announced the 
appointment of T. J. Brady, former- 
ly of Accurate Tool Co., Detroit, to 
handle the sale of grinding wheels 
in the Detroit district. 








Colaate to Gain 
$300,000 Yearly 
Through New Law 


Denver, Colo, June 7.—The 
Colorado port of entry and cour- 
tesy highway patrol law, which 
becomes effective August 10, will 
benefit the state by more than 
$300,000 annually through the 
tightening up on collection of 
truck taxes and license fees. The 
figure is the estimate of E. E. 
Wheeler, chairman of the State 
Public Utilities Commission. The 
manner in which the new law will 
operate is this: 

Corps Enlisted 

A corps of between 35 and 50 
young men will be enlisted for the 
highway courtesy patrol. The 
patrol will be supervised by a 
board consisting of the secretary 
of state, the chairman of the 
Public Utilities Commission and 
the state highway engineer. Du- 
ties of the patrol will be to en- 
force all public utilities regula- 
tions, relating to trucks, and all 


highway regulations, including 
the new uniform state traffic 
code. 


One of the chief duties of the 
patrol, Wheeler said, will be the 
maintenance of several ports of 
entry to check trucking in the 
state and see that the proper ton- 
mileage tax is paid. Trucks enter- 
ing and leaving the state will be 
checked to see that the proper 
tax is paid. Those coming in will 
be placarded, showing everything 
is in order. Any interstate truck 
not so placarded will be subject 
to being stopped by the patrol on 
any road. 

Evade Tax 

Another of the laws which the 
patrol will enforce is the new one 
requiring trucks, when stopped 
alongside highways, to burn flares 
in front, behind and at the side 
of the truck. If abandoned on 
highways, torches capable of 
burning 20 hours must replace 
the flares. All carriers must be 
equipped with such torches and 
flares. 

Courtesy patrolmen will be in 
uniform and will be provided with 
automobiles by the state. They 
will be paid from the highway 
fund. 

State officials have known for 
years that dozens of fly-by-night 
truckers have been evading the 
mileage tax. Last year P.U.C. col- 
lections from this tax were $184,- 
000. Although the tax has been 
reduced from 5 to 3 mills per ton 
mile, Wheeler believes collections, 
with proper enforcement, can be 
raised to $500,000 annually. 


“EN 
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A Plan Worth Study 


DA Tae for revisions of the factory- 
dealer contracts were forwarded this week by the 
NADA to factory officials of every car manufacturing 
company in the industry. Through the approval of these 
contractural changes it is hoped that an effective means 
of stabilizing used car prices may be obtained that will 
benefit all parties concerned. 


While not sufficient time has elapsed to permit any 
decision on the changes there is an under current of feel- 
ing that manufacturers are favorably inclined toward any 
co-operative effort they may be able to make toward 
preventing a reversion to the wild trading of other days. 
Under the NADA plan dealer-factory contracts would be 
revised greatly in favor of the dealer providing the dealer 
did not indulge in willful violations fair trade standards 
which would follow closely the former code principles. 
Willful violation on the other hand would deprive the 
dealer of the new protection offered under the revised 
contracts. 


Until the plan has developed further and the factors 
in favor or against it can be weighed more carefully we 
prefer to withhold judgment. But in any case we cannot 
help but feel that some effective co-operative program 
can be worked which will prevent the used car market 
from slipping back into the chaotic condition of a few 
years ago. For this reason we urge manufacturers and 
dealers alike to give careful study to the NADA plan as 
outlined in this issue. 


Help Complete Your Profit Survey 
N its fight for improved factory-dealer relations the 
NADA will need all possible factual data regarding 
profits and losses in dealership operation and what causes 
them. It is now engaged in a nation-wide profit survey 
through which this data will be made available for the 
first time in the history of the industry. This survey 
should prove of interest and value to every dealer and 
manufacturer in the country. The information it will 
contain will be complete and accurate only to the extent 
in which dealers co-operate in compiling it. Due to the 
sudden demise of the Blue Eagle many dealers may have 
the impression that the profit survey of NADA died with 
the Eagle. This is not true. The profit survey is very 
much alive but it does need and deserve the support of 
every dealer in the country to make it complete. ADN 
recommends your immediate co-operation with the NADA 
to secure this valuable data. 


Why Let It Pass? 

Wy OrD from Washington indicates that efforts will be 

made to cram the Wagner Bill through the House 
and pass it into law. In view of the recent Supreme Court 
ruling on NRA, we, as laymen, would very much question 
the constitutionality of such law as proposed in the Wag- 
ner measure. We believe that its death in the Supreme 
Court is almost a foregone conclusion. If this guess is 
right we can see no reason for its passage. Under such 
circumstances it would only tend to create discontent dur- 
ing its life and leave a heritage of disappointment and 
dissatisfaction after its demise. 





Chicago—Room 1109, 180 N. Michigan Av. 
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“mn word in 


edgewise” 


By the Publisher 





St. Louis, June 7. 


“Old Man Ribber” Like as not 
Just Keeps there are nat- 
Rollin’ Along ives along the 

shores of this 
muddy stream who revere “Ole 

Man Ribber” as much as do those 

who have made distant snow- 

covered mountains their God or 


further south those who centuries | 
ago worshiped at the shrine of} 


the sun. But to one who comes 
from the land of the great inland 
lakes, with their clear, green 
depths and their constancy in 
levels which vary only in inches 
during the course of a year, there 
is something terrifying about the 
“yvaller snake” that divides half a 
continent and laughs at the im- 
pudent attempts of pigmy human 
ants to control its course. 


* * * 


CROSSING the boiling stream 
this morning, one could see from 
the safe heights of the bridge and 
through the comfortable window 
of his Pullman, the _ squatters’ 
little houses from which the in- 
habitants had only the night be- 
fore been taken to higher ground 
in rescuer’s boats. Here and there 
the tops of fences would emerge 
from the flood waters to indicate 
where fields and pastures had 
only a few days before felt the 
warm rays of the sun. And yet 
the rivers were still rising and as 
I write this warning signals are 
being flashed along the Missouri 
and the great Kaw is threatening 
Kansas City for the first time 
since 1903. Wise Nature had, in 
her aeons of stewardship over this 
great central prairie, grown for- 
ests, fostered low shrubbery and 
grown millions of acres of tall 
grass to hold back these spring 
freshets and thus release the tor- 
rents so gradually that the drain- 
age rivers would digest them. 
Men removed the natural barriers 
and now must “pay the piper.” 

ok * & 

OTHERWISE, 
great gateway city to the 
called west is thriving and 
fair to regain its high position in 
commerce. <A_ building supplier 
across the table last night told me 
that St. Louis was the bright spot 
in his sales picture among major 
cities and I think from what I 
heard on all sides that the real 
boom has only just begun. Used 
car stocks have been moving more 
rapidly the past few weeks and 
one man gave some credit to the 
CCC operations in the locality to 
which he said the workers, most 
of them, drove in well-worn but 
still used cars. 


this 
once 


things in 


As elsewhere, the more expen- 
Sive cars are again getting a run 
from those who can afford them 
and as a matter of fact their per- 
centages of sales increases are 
much higher than those in the 
lowest class brackets—surprising 
as that may seem. St. Louis un- 
doubtedly is feeling the effects 
of the prosperity which is grow- 
ing more rapidly in the agricul- 
tural districts and expressing it- 
self more directly in the cities 
which directly supply them. 

* * af 

FOUND Fred Vesper and his 
hard-working cohorts in the 
NADA offices all optimistic over 
the possibilities of holding the 
good things which the code had 
brought because of the pledges of 
loyalty which are being received 
from all over the country. They 
are busy, too, on a little magazine 
to take the place of the Bulletins, 
in which undertaking we can only 
wish them well. They say every 
human being harbors in his soul 
the ambition to write a poem, 
act in a play or edit a magazine 
and once hard-bitten by that yen 
only time or experience can prove 
the great physician. 

* * * 

J. FERD OBERWINDER, best 
known as second-in-command of 
the D’Arcy Agency which handles 
General Tire, McQuay-Norris and 
White Truck advertising, also de- 


(Continued on Page 18, Col. 5) 
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The Orphan Eaglets 





In This Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





Toledoitis 

Ever since your of Wednes- 
day, Apr. 24, appeared, I have been 
contemplating writing you regarding 
the statement in regard to labor 
conditions in Toledo. It is too late 
for you to say anything in 
column, but I wanted you personally 
to know that the statement 
correct. 

Labor rates in Toledo were well 
in line with labor rates in the auto- 
motive industry, outside of Detroit. 
We checked up a year or so ago in 
Cleveland and Syracuse. Neither 
is it correct that the Chevrolet wages 


Issue 


your | 


is not| 


Har- 


these points. International 
vester Co., Boston, Mass. 
Notre: We 
chance to start a good 
Perhaps some of our readers 
tell us who came first. 


never miss a 
argument. 
can 


EDITOR'S 





AS OTHERS 





SEE IT 


Financing Rates 

It is a familiar fact that all fi- 
nance companies exact a larger dis- 
count in purchasing a used car note 


| than for a new car note of the same 


are from 10 to 12 per cent higher | 
than in any other plant in Toledo. 
The average for men in Chevrolet | 
is the same as our average for men, 
but of course, they are skilled} 
gear cutters almost exclusively, | 
while our work is almost all semi- 
skilled. Their rates were all right, 


however, and well in line with gen- 
eral rates. You appreciate that 
strikes do not happen in plants that 


are paying low wages but ordinarily | 
high | 


in plants that are paying 
wages. A concern employing all tool 
makers might have a very high av- 
erage rate as compared with a con- 
cern handling punch press operators, 


screw machine operators, etc., but 
yet their rates actually might be 
lower. The only way to compare is 


sweepers against sweepers, truckers 
truckers, checkers against 
checkers, tool makers against tool 
makers, gear cutters against gear 
cutters, etc. On that basis, you will 
find Toledo rates well up with any 
in the country.—A Stickler for Ac- 
curacy. 


against 


Who Was? 


I am still enjoying and referring 


to your Review & Reference Book of | 


Oct. 31, 1934. 
Today, in glancing over your 
“Roster of American Car Makes, 





Past and Present,” I wondered just | 


who the first truck manufacturers 


were and where our company came | 
Also, how do we rank in point | 


in. 
of age with truck makers surviving 
today? 

I should appreciate very much any 
information you can give me on 


Of course justification 
that the risk is 
ear deals than in 
new car deals. We have thought it 
worth while to calculate how much 
difference in the rate appears +o be 
justified by the figures in our “com- 
tabulation 


face value. 
for this fact is 
greater in used 


posite experience” re- 
cently issued. 
In the following table the basic 


figures are taken from that compila- 
tion except that we have added a 
flat $30.00 in each case to the fig- 
ures reported as “average direct 
loss per repossessed car.” The rea- 
son for this is that the said “direct 
loss” is only the difference between 
the amount owing and the amount 
received from the sale of the repos- 
sessed vehicle. It makes no allow- 
ance for legal expenses, cost of 
making the repossession, recondi- 
tioning and selling. The $30.00 was 
added to cover these latter expenses 
and is probably too small. 


RELATIVE RISK—NEW AND USED CAR 


FINANCING 

Per 1,000 Passenger Commercial 

Deals New Used New Used 
Repossessions 

and skips 70 76 136 
Loss, each $95 $74 $8: $100 
Total loss . $2,375 $5,180 $6,308 $13,600 
Volume, notes 

bought $519,000 $216,000 $859,000 $386,000 
Loss, per cent 

of volume 16% 2.40% 73% 3.52% 
Used loss excess 

over new ... 1.94% 2.70% 

—N.A.S.F.C. News 
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PORTLAND, OREGON, is one of the many cities using Hudson-built 
cars for police work. Here is Chief of Police Niles with his personal Hudson. 


AND THEY'RE BUYING 


HUDSONS od TERRAPLANES 


a Me S aes met re. 2 Police and sheriffs’ departments don’t take anybody’s say-so 
nee about the cars they buy. When they consider performance, 
ruggedness, safety and economy—qualities needed in the highest 
available degree for police work—claims don’t count. Proof does. 










That’s why the number of Hudsons and Terraplanes in police 
use throughout the country is steadily increasing. Shown 
here are a few of the many Hudson-built cars already in use 
oA for law enforcement by city, county and federal police. 
a 





¥ 

’ 
ass : , GP Pe 

UNION CITY, N. J.—Above, police of: OG aoe # 


ficials declare their fleet of four Terraplanes 
ideal in every respect for police work. 













CULVER CITY, CALIFORNIA, recently 
purchased the Terraplane Sedan (at right) 
for its police department. The Terraplane 
Coupe is the police chief’s personal car. 








DETROIT, MICHIGAN=—Atrightare 
shown nine Hudson sedans recently 
added to the fleet of Hudson ‘‘special 
flyers’’ used by Motor City police. 


ALBANY, N. Y.—Below, one of three 
1935 Terraplanes recently addedto Al- QR 
bany’s fleet of Terraplane police cars. CAS 
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POLICE CARS and YOUR PROFITS police service calls for, the fact remains that 
This rapidly growing popularity of Hudsons they want them. 


and Terraplanes not only among the nation’s Well, then—won’t it be easier and more 
police but among buyers generally isamighty profitable for you to sell them what they 
significant fact for you to consider. want? Let’s talk it over. Get in touch with 


pects actually need performance, ruggedness, _ the factory. 
safety and economy of the superior type HUDSON MOTOR CAR COMPANY, Detroit, Mich. 





eaten By HUDSONS & TERRAPLANES 





ST. PAUL, MINN.—At right, 
Sheriff Tommy Gibbons of Ramsey 
County uses a Hudson, while the 
county recently purchased these nine 
Terraplanes for his staff of deputies. 
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Detroit, June 7—By means of 
two pieces of sales ammunition 
just issued by the Ford Motor Co. 
all Ford salesmen regardless of 
whether they sell cars or trucks 
separately, or act as combination 
salesmen for dealers who do not 
have separate truck and car sales 
departments, can almost instant- 
ly answer any question a truck 
buyer may propose. The two 
pieces are in the shape of a 
booklet and a folder operating 
much in the manner of a slide 
rule. They are an answer to the 
Automotive Daily News story of a 
year ago that car and truck sales- 
men did not have concise and 
complete information when try- 
ing to sell a truck. ADN con- 
tended that too many truck sales 
were lost through lack of in- 
formation or delay in getting in- 
formation to the buyer and said 
at that time that the average 
salesman could not tell the cost 
of certain items such as dual 
tires, special axle gear ratios and 
other equipment which the ex- 
perienced truck operator consid- 
ers when buying a new vehicle. 


Slide Rule Envelope 


The slide rule envelope, cellu- 
loid covered, has printed on it 
full information on specifications 
covering every type of truck body 
that might be of interest to the 
buyer from a 112-inch pick-up 
job to a 131%-inch dump body. 
The chassis dimensions are given 
for the benefit of a body builder, 
should the buyer not want the 
regular Ford production types. 
The weights of Ford bodies empty 
in both the standard sizes are 
given and instructions given for 
determining the gross weight of 
the empty truck. A slot in the 
cover envelope permits the sales- 
man to slide the celluloid sheet 
inside the envelope. This sheet 
has columns indicating at the 


head of the column the gross 
load for the job being considered. 
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Devices Answer Questions for Ford Salesmen 


“Slide Rule Envelo pe” Gives 
Quick Replies to All Queries 


The gross weights run from 5,500 
to 12,500 and under headings 
shown when the slide is in posi- 
tion for any gross load recom- 
mended by the Ford factory, 
equipment is indicated. The tire 
sizes are shown for both front 
and rear, the wheel rim size is 
shown and the number of leaves 
in the springs. The rear axle 
gear ratio is indicated and based 
on the axle ratio the truck per- 
formance as worked out show at 
once the road speed with the reg- 
ular axle or with the recom- 
mended optional ratio. 


Answers All Queries 

Reversing the envelope the win- 
dow slot gives the recommended 
optional equipment so that in the 
event the buyer wants dual rear 
tires, auxiliary springs and other 
changes possible to the regular 
Ford truck production the sales- 
man merely has to point out the 
figures which the Ford truck en- 
gineers have decided as being the 
type that will give the best per- 
formance. 

Having noted the exact type of 
equipment the next question is 
the price to the buyer. Here is 
where the book comes in and in 
a few seconds every item of cost 
is found. The book itself is a 
16-page, pocket-size book. In the 
instructions to the salesmen on 
the inside cover page the reason 
for the book is given as follows: 
“Spending a few moments to 
familiarize yourself with the con- 
tents of this booklet will enable 
you to quote delivered prices with- 
out delay or confusion.” It set- 
tles at once all the questions as 
to prices. Beginning with the 
commercial car page the booklet 
covers every type of commercial 
job made by the company. The 
rear cover page instead of being 
cut off to conform to the size of 
the regular pages is a double 
page, the half of the double page 
being called the rear flap. On it 
on both sides are printed the tire 





[ ncrease your sales and profits with 


PACKARD 


INDIVIDUALLY PACKAGED 


IGNITION 





440 


CABLE SETS 


These Inew, individually-packaged, FOUR-FORTY Ignition 
Cable Sets are ideally suited for counter or window display. 
Their colorful design will serve to remind your customers that 
more efficient performance will result if worn or broken igni- | 
tion cables are replaced with new Packard FOUR-FORTY. 


Display these sets and enjoy increased sales and profits. 


Sold 
Through 


“WE STANDARD WIRING EQUIPMENT OF THE AUTOMOTIVE INDUSTRY ' 


Packard Electric Corporation, Warren, Ohio. 
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Winners Get Jobs 





Albert W. Fischer and Raymond S. Doerr, $5,000 scholarship winners in the first coach- 


building contest sponsored by the Fisher Bod 


as they are graduated from college this mon 


General Motors. 


Craftsman’s Guild, find jobs awaiting them 
Fischer will join the research division of 


He is seated on the left, next to William A. Fisher, guild president. 


William S. McLean, secretary, stands behind him with the other lad, who will begin work 
at the General Motors proving ground. 





sizes for both the front and rear 
tires for any size tire from 8.00x 
20-6 to 32x7-10. When the book 
is open the flap of the rear cover 
lines up with the prices of the 
trucks on the lefthand page. The 
inside of the flap page lines up 
with the prices on the righthand 
pages. Thus the salesman, after 
discussing with the buyer the 
equipment of a 157-inch stake 
truck with either standard or 
auxiliary springs but with 32x6-8 
tires, merely sights along the line 
and sees instantly that with 
auxiliary springs and single tires 
the cost of $755.50 f.o.b. factory 
and that if dual rear wheels and 
tires are best needed for the job 
the price will be $799.50 at the 
factory. If auxiliary springs are 
wanted the price is $811.50. 
Delivered Prices Too 

On every page for the assistance 
of the salesman there are spaces 
opposite each factory price quota- 
tion in which the salesman can 
insert the delivered prices in his 
particular town. Pages 16 and 17 
give a full list of equipment and 
prices covering all the possible 
extras that can be sold for both 
passenger cars and trucks. This 
includes besides the special de- 
vices for passenger cars, all the 
extra equipment that a _ truck 
buyer would be interested in. An 

x” shows all the prices for equip- 
nal that can be ordered from 
the factory at the time of pro- 
duction without any additional 
charge and such items which the 
dealer can install for which there 


will be the usual installation 
charges. The extras include run- 
ning board’ extensions, spare 


wheels and tires, extra springs, 
bumpers for panel jobs, axle ratios 
from 5.14 to 6.6 to 1, power take- 
offs, frame extensions, cabs, spare 
wheel carriers for dump type 
trucks, engine governors, special 
wheel colors, dual wheels and 
dual fender wells for any type 
of job. 
Saves Much Time 


These sales guides are the most 
comprehensive yet seen and when 
the delivered prices have been 
written in the salesman will no 
| longer have to hunt around for 


| the cost to the purchaser or call 


the dealer’s office. He has the 
most complete and final informa- 
tion right in his pocket. In less 
than 10 minutes’ time spent in 
studying out the workings of the 
two sales helps any salesman can 
get the order without any delay 
as has been the case in the past. 


Pontiac Enjoys 
Best Month 
Since May, 1929 


Pontiac, Mich., June 7.—-In May 
the Pontiac Motor Co. built more 
cars than in any single month 
since June of 1929, H. J. Klingler, 
president and general manager, 
announced today. 

Output for the month was 19,406 
units, bringing total production of 
1935 models through May to 839,- 
964 cars, or approximately 20 per 
cent more than were produced in 
the full 12 months of last year, 
Klingler stated. May, this year, 
exceeded the combined total for 
May of the two previous years. 
Last May Pontiac built 7,129 mod- 
els, he said. 

A significant factor in this 
year’s performance to date is that 
not since the boom years has May 
production gone ahead of April, 
normally the peak month of the 
year. Yet this May-—so insistent 
has been the retail demand—the 
Pontiac plant operated at its 
highest possible capacity and 
turned out 700 more cars in the 
month just ended than in April. 


Several times during May the 
number of cars manufactured in 
one day crossed the 1,000 mark. 

“Our problem so far this year 
has been one of building suffi- 
cient automobiles to meet the re- 
tail demand,” said Klingler. “Each 
month, as we have become more 
familiar with the manufacturing 
processes involved, we have suc- 
ceeded in turning out more cars 
than in the preceding month. 


“By reason of our high May 
output dealers are now in a posi- 
tion to make quick delivery of 
practically any production model. 


“To obviate any car shortage 
in the future, we are now going 
ahead with a $3,500,000 expansion 
program which will about double 
the capacity of our plants. The 
added facilities will be ready for 
production in the fall. 

“During the past five or six 
years our company has hit the 
year’s peak in April, and suffered 
a fairly sharp drop in output go- 
ing into May, and from May into 
June. This year we not only set 
a new year’s high in May, but we 
are going ahead on a June sched- 
ule very close to the May figure, 
and one which shows a much- 
less - than - seasonal recession for 
this period of the year.” 














Jury Will Decide 


Minneapolis Mess 
Minneapolis, Minn., June 
7.— Two Minneapolis men 
bought two identical Ford 
automobiles on the same 
day recently. They insured 
them with the same insur- 
ance company. And they 
parked them on the same 
day in the same public gar- 
age. All this, mind you, 
unbeknown to each of 
them. 

Shortly after noon, No. 1 
stopped by the garage and 
by mistake drove off in No. 
2’s automobile. No. 2 came 
by later and hopped into 


the automobile that be- 
longed to No. 1. 

No. 1 that afternoon 
drove No. 2’s automobile 
out of town and had a seri- 


ous accident, virtually de- 
molishing the automobile. 
The accident brought to 
light the mistake. The case 
is now being prepared for 
court action. The insurance 
company, having policies on 
both automobiles, contends 
that it was the garage’s 
fault for letting No. 1 get 
away with an automobile 
which did not belong to 
him. The garage claims 
that it is in the clear hold- 
ing that the men _ who 
owned the automobiles are 
at fault for not letting the 
attendant give them their 
automobiles. Each owner, 
says the garage, is virtually 
an automobile snatcher. 
The case will be up for 
trial soon, but in the mean- 
time you figure it out like 
the jury will have to do. 








Oldsmobile Ses 
Best Year in Its 
Entire History 





Lansing, Mich., June 7.—Olds- 
mobile retail sales for May were 
85 per cent ahead of the same 
month last year, according to D. 
E. Ralston, vice-president and 
general sales manager of Olds- 
mobile. 


“Retail sales in the last 10 days 
of May continued at a strong 
rate, exceeding sales of the pre- 
vious 10 days by 25 per cent and 
also showed an increase over the 
last 10-day period of April,” said 
Ralston. 

“There is no indication of a 
slackening of Oldsmobile sales 
during the summer months. We 
are continuing to operate our 
factory on a double shift, main- 
taining our record-breaking em- 
ployment and production in an 
effort to meet the great demand 
throughout the country for both 
the Oldsmobile six and the eight. 


“On May 2ist,” Ralston states, 
“production of the 1935 Oldsmo- 
biles exceeded the production for 
the entire 12 months of last year. 
Retail sales for the first five 
months are more than 2% times 
those of the same period last 
year. 


“As a result of the splendid ac- 
ceptance by the motor-buying 
public of our products, Oldsmo- 
bile is establishing new all-time 
sales and production records this 
year which will exceed any pre- 
vious mark made in the 38-year 
history of the company.” 


Timken Phila. Agent 


Canton, O., June 7.—The Timken 
Steel & Tube Co. has announced 
appointment of the Edgecomb Steel 


Co., Philadelphia, as agent of the 
complete line of Timken steel prod- 
ucts in the Philadelphia district. 
Edgecomb Steel Co. maintains ex- 


tensive warehouse facilities in Phil- 
adelphia and is equipped to render 
service to all alloy steel and seam- 
less tube users in Philadelphia and 
surrounding territory. 
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Phevrolet Sales Service Plant Has 54% of ’35 Quota 


Faber Attributes Gain 
to Service Facilities 


By E 
Detroit, 


. M. LUBECK 
June 7. — Through setting up budgets and 


quotas for each of its departments the Linwood Chevrolet 
Co., which opened its model neighborhood sales and service 
station last fall, increases in business have been accomp- 


lished month after month since the first of the year. 


The 


effect of increased volume in service accomplished by the 
quota plan has resulted in the company selling new cars to 


the extent that as of May 1, 54 per cent of the year’s selling 
agreement allotment of new cars@——————__________—_- 


were sold and even though deliv- 
eries of cars during May were 
curtailed be- 
cause of pro- 
duction difficul- 
ties, the compa- 
ny in five 
months has now 
exceeded 58 per 
cent of the new 
car selling job 
they started out 
to accomplish. 

John Faber, 
who heads the 
company, attri- 
butes the new 
car selling activities to the as- 
sistance the service department 
has given the sales department 
as well as fact that each of the 
new car salesmen have been on 
a quota basis as well. Each car 
salesman, new or used also sells 
service and through the solicita- 
tion of service work has con- 
tacted with owners whose cars 
were ready to be put through the 
shop or traded in for a new one. 
Added to this the increased 
amount of work in the car greas- 
ing department has resulted in 
the salesmen making contacts 
with buyers. The gasoline pumps 
have also afforded opportunities 
to meet possible buyers. Gasoline 
sales have increased steadily since 
the quota plan was put in be- 
cause the salesmen in contacting 
with prospects have called the 
owners attention to the general 
service of the Linwood Chevrolet 
Co. and that all supplies can be 
obtained quickly and conve- 
niently. 


Shared By Employes 


Faber’s enthusiasm over the 
combination sales and service 
facilities is shared by every one 
of the employes. He builds up 
a steadily increasing esprit de 
corps by giving the entire organ- 
ization a party the first of every 
month. At this party which is 
made as much a celebration as 
possible Faber displays charts 
which show what was accomp- 
lished the preceeding month and 
goes into all the details of the 
results of the new and used car 
sales, service, parts, accessories, 


NEIGHBORHOOD 
SALES AND 
SERVICE PLAN 





and gasoline and oil departments. 


His next chart shows the quota 
for each department and each 
man for the ensuing month. Each 
man is invited to discuss his quo- 
ta allotment and Faber says that 
so far none of the men has asked 
for a reduction, several in fact 
have voluntarily boosted the fig- 
ures. These monthly meetings are 
attended also by speakers who 
address the entire personnel on 
sales, service, financing and kin- 
dred subjects after which the 
meeting is open for general dis- 
cussions. Faber claims these 
meetings, which do not interfere 
with the regular meetings held 
during each week, have done 
more to stir up general activity 
than any program used in the 
past. 
Located on Corner 


The company formerly occu- 
pied a conventional store for a 
show room with a small service 
department added as a conveni- 
ence for the car owners. Faber 
jumped into the neighborhood 
program last fall, choosing a cor- 
ner location. Having studied the 
results of other neighborhood sta- 
tion owners he reduced the size 
of the salesroom in the plans for 
the new building and increased 
the size of the service depart- 
ment feeling that with a neigh- 
borhood location he would attract 
the interest of the owners of all 
makes of cars. Today with only 
two months to go to complete a 
full year Faber finds that busi- 
ness has increased so quickly that 
additional service department 
space will be added as quickly as 
possible. Owners of other makes 
of cars in the neighborhood are 
finding it more convenient to 
drive into the station than to go 
hunting around town for the 
dealer from whom they bought 
their automobiles. 

The company is 109 per cent 
ahead in sales over last year and 
has a bank of undelivered orders 
on hand larger than at any time 
in its history. The service depart- 
ment is filled daily by not only 
Chevrolet but other makes as 
well. Seven men are kept busy 
all day long taking care of re- 
pairs and adjustments. Sales of 
gasoline and oil during April to- 





Uniformity 


IN NEIGHBORHOOD 


SERVICE STATIONS 


multiplies your selling opportunities 


Uniform in design, they quickly become identified with the cars they 


sell. 


Each station helps the others increase neighborhood prospects. 


Motorists driving in regularly for all kinds of service eventually buy 
cars. Building investment is less when ten or more stations are built 
at a time. Distributors and dealers who contemplate modernization or 
the building of new stations will do well to consult Austin. 


SERVICE STATION DIVISION 


THE AUSTIN COMPANY 


Engineers and Builders—National Headquarters: 16112 Euclid Ave., Cleveland, O, 
Offices in Principal Cities—Detroit, Michigan, 2842 West Grand Boulevard. 








Factory-Directed Detroit Buick Home 


The Buick building, Cass and Amsterdam avenues, Detroit, headquarters 


Motor Co. 


taled better than $2,000 for the 
month. Parts and accessory sales 
for the company have placed it 
on the list as one of the best 
producers in the Detroit zone rec- 
ords of the Chevrolet Co. 


Buick Expands 
Greater Detroit 
Retail Outlets 


Detroit, June 7.—Expansion of 
the Buick retail operation in the 
Detroit Metropolitan area was 
disclosed today by W. F. Huf- 
stader, general sales manager of 
the Buick Motor Co., with the 
announcement of the conversion 
to factory-operated retail stores 
of the Buick salesrooms at Cass 
and Amsterdam avenues and in 
the General Motors bldg. 

Harry A. Bonelli, for the past 
seven months Buick zone man- 
ager in charge of the Detroit 








R. R. Spedding 


zone of the company and for- 
merly manager of the factory- 
operated retail store in Flint, has 
been named general manager of 
the new retail stores, with R. R. 
Spedding as sales manager and 
William A. Sehy as treasurer and 
office manager. E. S. Mound and 
C. S. Harper have been named 
service manager and used car 
manager, respectively. Allen M. 
Biles, assistant sales manager, 
will be in charge of the General 
Motors bldg. salesroom. 

Bonelli is succeeded as Detroit 
zone manager by R. M. McCor- 
mick, formerly assistant manager 
in the Philadel- oe 
phia Buick zone, 
who has a long 
record of service 
in the Buick 
field organiza- 
tion. 

The move to 
establish direct 
retail stores in 
Detroit will not 
affect the De- 
troit zone opera- 
tion, Hufstader 
said, nor will it affect the status 
of dealers in Detroit metropolitan 
area. Zone headquarters will be 
maintained as before at the Cass 
avenue address, he said, with the 
complete zone staff functioning 
under the direction of McCormick. 

According to Bonelli, plans 
for enlargement of Buick sales 
and service facilities in the met- 
ropolitan area include the main- 
tenance of service until 11:00 
p. m. daily, including Sundays 


H. A. Bonelli 





R. M. Me Cormick 


and holidays, at the Cass-Amster- 
dam store. 

“Consistent gains in Buick re- 
tail deliveries in the Detroit area 
have made further expansion of 
retail facilities desirable,” Bonelli 
said. “The decision to operate 
directly these two important re- 
tail stores is a result of this in- 
creased volume and the policy of 
the Buick management to render 
full and complete service to 
Buick’s many customers here.” 


Cadillac Sales 
Increase 40% 
Over May, 1934 


Detroit, June 7.—Retail sales of 
Cadillac and LaSalle cars during 
May were 40 per cent higher than 
May of last year and represent 
the greatest month’s sales since 
April of 1931, reports John C. 
Chick, general sales manager of 
Cadillac. The sales of May even 
topped those of April this year 
which was the previous high 
month since April, 1931. Not only 
were the total sales of these two 
lines of cars greater during May 
than April but the sales of each 
line as a group were greater than 
the April figures. 

The significant fact that sales 
were higher in May than April, 
the peak sales month of the in- 
dustry, indicates a steadily in- 
creasing demand for quality cars. 
In only one previous month since 
1926 have the sales of Cadillac 
and LaSalle cars been greater 
during May than April—in 1933, 
when the national closing of the 
banks of the country extended 
the automobile selling season into 
the summer, with June as the 
peak month of the year. 

“The increasing sales in May,” 
commented Mr. Chick, “when the 
trend is usually downward from 
the April peak, presages a sound, 
fundamental pick-up in the whole 
quality car field. To us, the sig- 
nificant fact is that not only La- 
Salle sales, but Cadillac, beat our 
April record. It looks as though 
people who belong in the La- 
Salle-Cadillac price class have 
sufficient confidence in business 
conditions to return to their more 
normal standard of purchasing 
and living.” 


Timken Revises Sheet 

Canton, O., June 7.—The Timken 
Steel & Tube Co. of this city has 
issued a revised copy of the sheet 
listing “Timken Steel Specifications.” 
In addition to the range of allov 
and carbon steel listed under SAE 
classifications, t h i s_ specification 
sheet also gives the specifications for 
Krupp, Ni-Cr-V and the special cor- 
rosion and heat resisting steels pro- 
duced by the Timken Steel & Tube 
Co. 

Copies of this specification sheet 
are available upon request at the 
Timken Steel & Tube Co. offices in 
Canton or any of its representatives 
or branch offices. 





Co., 





of the new factory-directed Detroit retail operation of the Buick 
Besides modern retail sales and service facilities, the building houses the Detroit zone offices of the company. 


—_—_— — 


Wasn’t It Really a 
Chain Letter, Herm? 


Rochester, Minn., June 7. 
—Herman Stock, a Pine 
Island farmer, walked into 
a Rochester motor sales 
company and set down three 
coffee cans filled with 
dimes. 


“I want that truck,” he 
said, pointing to a used 
model with a $500 price 
tag on it. “Here is the 
money.” 

The entire sales force of 
the company started to 
work. An hour and 15 
minutes later they an- 
nounced 4,410 dimes were 
contained in the neat piles 
spread out all over the floor. 
A check for $59 completed 
the deal. 

Stock said he had saved 
the dimes over a period of 
four years. 














Reo Has Resid 
Highest Month 
Since Oct., 1930 


Lansing, Mich., June 7.—Reo 
Motor Car Co. shipped 2,423 pas- 
senger cars and trucks during 
May, the record exceeded only 
by one other month since Octo- 
ber, 1930, the month following the 
announcement of the Reo Royale. 
One-half of Reo’s total truck 
shipments, exclusive of the Speed 
Wagons for the Federal govern- 
ment, are of the new lower prices 
1% ton model. 

John T. Clark, recently ap- 
pointed Reo district manager for 
South America, and who was a 
member of the factory and home 
staff here for 10 years before 
joining the export division, al- 
ready has forwarded an order for 
six new double drop frame, 166- 
inch wheelbase, standard bus 
chassis. 

Cable orders for 12 new double 
drop frame chassis have just 
been received from Adams Motor 
Ltd., of Perth in Australia. 
Two of the same model have 
been ordered from Lima, Peru. 
Another current order is for 13 


heavy duty 2%-ton dump trucks 


with the Wood hydraulic hoists 
and bodies for the provisional 
government of Natal in South 


Africa. 


More than one-half of the or- 
ders being received at the local 
plant for commercial vehicles for 
export shipment since the new 
lower priced Speed Wagon has 
been announced in May are for 
the new model. 


Dallas Sales 


Dallas, Tex., 


Climb 


= 


June 7.—New car 
registrations for May totaled 1,028 
to bring the total for 1935 to 6,049, 
or 825 more than were sold in the 
entire year 1932. 
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NEW NASH 400° 


NEWEST 


NEW GAR IN YEARS! 


CO eA aa» 


COMPLETE COVERAGE OF EVERY VOLUME MARKET! 


NASH ADVANCED AND 
AMBASSADOR EIGHTS @ With the introduction of the new Nash ‘‘400”’ at $675 and up, 


Sa LS at $1220 f. o. b. factory, Nash Motors gives its dealers practically complete 


market coverage. 97% of all registrations are within the Nash- 


LaFayette price spread. 
NASH ADVANCED SIX 


$ a . Nash believes in a volume opportunity for dealers, volume at a 
Wet 875 profit, and now has provided that opportunity by giving Nash- 
LaFayette dealers outstanding performers in every popular 

NEW NASH “400” price range. 


yh TO $790 Nash believes in an adequate gross profit — another’ reason why 


Nash gives the dealers four opportunities for ‘‘step-up’’ business. 


LaFAYETTE And Nash also believes that a dealer should have an exclusive 


41) a $710 franchise. Write the Sales Department, Nash Motors, Kenosha, 


Wisconsin. 
Nash Automatic Cruising Gear is Standard Equipment on All Ambassador Models. Optional at Slight Extra Cost on Advanced Eight and Advanced Six. All Prices F. 0. B. Factory Subject to Change Without Notice—Special Equipment Extra. 


NASH anno LAFAYETTE 
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direction—the four cardinal points of a great publication. 
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came over on the maiden voyage 
of the Normandie and_ they 
brought with. them the first 
French Ford built at Strausbourg, 
which. formerly was the Mathis 
plant, which was formally pre- 
sented to Henry Ford. Their 
visit to Detroit was responsible 
for the appearance on the streets 
of the motor capital of a fleet 
of Ford Matfords, the name of 
the car in France, which were 
painted a French blue for the 
occasion, evidence of the atten- 
tion to detail which always marks 
anything with which the Ford 
company has anything to do. 
aK * * 


IT WAS THE Ford welcome 
to the visitors that impressed me 
as to this hands-across-the-seas 
business, for gracefully worded 
was the salutation in the official 
program. This read: 

“In celebration of the Nor- 
mandie’s maiden voyage, the Ford 
Motor Co. takes pleasure in wel- 
coming to Dearborn a _ distin- 
guished company of the great 
ship’s passengers—the Ford of 
France dealers, executives and 
their friends. 

“For centuries Frenchmen have 
been coming to these shores as 
the emissaries of progress and 
international good will. The first 
among them laid the foundations 
of a new civilization. Especially 
in this region of the Great Lakes 
their names always have lived in 
honored remembrance. Thus your 
visit is doubly pleasant as an ex- 
pression of the traditional friend- 
ship of two great republics. 

“You will see sights far dif- 
ferent from those that greeted 
the eyes of Champlain, LaSalle, 
Frontenac, Cadillac and _ those 
other pioneers, who planted in a 
remorse western wilderness the 
lilies of France. They beheld the 
primitive resources of a new land. 
You will see something of the 
uses later generations have made 
of Nature’s bounty in the process 
of developing a civilization to 
which these men gave birth.” 

* * 

BILL HUGHSON of San Fran- 
cisco, oldest Ford dealer, was in 
our midst also this week, although 
not brought here for the French 
party. Bill has been stepping 
around a bit for the past fort- 
night and this was but flag stop 
on his swing around the country. 
As a guest of C. S. Beesemyer, 
vice-president of the Gilmore Oil 
Co., of California, Bill flew in 
that company’s plane to Indian- 
apolis for the race; flew to St. 
Louis for the NADA meeting last 
week-end and then to Detroit. 
From here Hughson goes to 
Washington, D. C., for the Shrine 
convention. 

* * ” 

THE STOP-OVER in Detroit 
demonstrated to me the wide 
acquaintance of this veteran 
dealer. At one luncheon and a 
ball game following Bill was host 
to three of his old Cronies 
Martin Pulcher, president of Fed- 
era) Truck; Tom Doyle, veteran 
Detroit Dodge dealer and one 
time Ford factory man; and Nor- 
val Hawkins, former Ford sales 
manager. And that evening at 
the Book-Cadillac, where I was 
doing a little Paul Prying, none 
other than William Crapo Durant, 
founder of General Motors and 
later of Durant Motors, got 
Hughson and Doyle on the phone 
for a chat about the good old 
days. 

And Hughson reiterated to me 
the confidence he has in neigh- 
borhood sales-service. He has 
three of these feeder stations in 
San Francisco as well as the main 
store and each of these feeders 
is showing a substantial profit, 
he says. Bill puts particular stress 
on the amount of new-tire busi- 
ness he is getting out of these 
feeders. 

* om * 

SOME 20 YEARS ago Eddie 
Rickenbacker was driving for 
Fred Duesenberg, and star of that 
famous racing team. But in those 
days money was a novelty with 


Sparks » 


(Continued from Page 1) 
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Duesenberg and Rickenbacker 
and often the team had trouble 
keeping its racing dates because 
of lack of the necessary where- 
withal. 


The time I have in mind Rick 
and his fellows reached Sioux 
City, Iowa, for a 200-mile dirt 


track race for which was offered 
an unusually rich purse. Rick 
and his mates were flat-busted. 
They didn’t have enough money 
to buy lunches the day of the 
race. But Rick won and against 
one of the best fields I ever have 
seen in a dirt-track race, every 
one a star. 
* * * 

THERE SEEMS to be a parallel 
between this Sioux City incident 
and Kelly Petillo’s victory in the 
500-mile race at Indianapolis the 
other day. Kelly had gone there 
on a shoestring, I am told, so 
you can imagine his consterna- 
tion when, a few days before the 
race, he threw a connecting rod 
through the block of his engine. 
Seemingly the situation was hope- 
less, for it costs real money to 
repair damages of this sort. But 
the Ray-Day piston distributor 
at Indianapolis came to the 
rescue. Writing the costs of the 
operation on the cuff, he put the 
engine through the shop. The 
broken parts were welded to- 
gether, the block was rebored, 
three sleeves were inserted and 
the problem solved. 

Bg cd * 


ALL THROUGH the race Kelly 
worried about whether the repair 
job would hold. But it did. Kelly 
won and copped a $30,000 purse. 
The good Samaritan who extended 
the credit and heip, was more 
than repaid because the car Kelly 
drove was fitted with Ray-Day 
pistons as were all of the mounts 
of the other nine prize winners. 
For interest, the 13 cars running 
at the end of the race were simi- 
larly equipped. 

And while we are writing about 
the race, it won’t hurt a bit to 
record the fact for the benefit of 
posterity that first and second 
place winners drove cars fitted 
with Gabriel shock absorbers. 

* * a 


INDEFATIGABLE 
Ralph Archer, on the bridge for 
Willys-Overland, seems to have 
headed the company for Snug 
Harbor. Reports that come out 
of Toledo have it that whereas 
7,500 cars were turned out last 
year, the factory will more than 
double those figures in '’35 by the 
end of this month. It is expected 
that for the first half the count 
will be 15,000, there having been 
an additional 10,000 production 
booked for the next few months. 

* * * 


WE PAUL PRYS cannot help 
but rejoice over the fact that one 
of our former members has 
climbed a couple more rungs up 
the business ladder. I’m talking 
about the appointment of Fred 
Wagner as publisher of the San 
Francisco Call-Bulletin. Fred once 
was automobile editor of the Los 
Angeles Express and later he was 
its publisher. Then he became 
Pacific Coast manager for Paul 
Block and Associates, who repre- 
sent in an advertising way so 
many prominent newspapers 
throughout the country. Now 
comes the call to the Call-Bulletin. 


First Diesel Sold 

Minneapolis, Minn., June 7.—Sale 
and delivery of the first Diesel pow- 
ered truck-tractor in Minnesota was 
effected this week by the LaFrance 
Republic-Linn Sales Co., C. W. Me- 
Elroy, manager, announced. The 
purchaser was the Cargill Ware- 
house Co. of Minneapolis. 

The tractor, known as the Ster- 
ling model FB80D, is equipped with 
the Waukesha Comet full Diesel en- 
gine. The tractor’s initial trip was 
351 miles and McElroy reported the 
fuel consumption was 33 gallons of 
fuel oil at a cost of $1.98. He de- 
clared the road speed is comparable 
with gasoline-powered truck tractors 
of similar capacity. 


Crossing Crashes 
Show Increase 


Of 28 Per Cent 


St. Paul, Minn., June 7.—Num- 
ber of crossing accidents in which 
automobiles collided with trains 
increased 28 per cent in 1934 and 
the number of casualties from 
these accidents is 12 per cent. 


In 4,128 such accidents last 
year, 1,554 persons were killed or 
injured, T. H. Carrow of Phila- 
delphia, chairman of the national 
safety section for railroads 
throughout the nation, declared 
at a one-day safety conference at- 
tended by 300 railway officials 
from the northwest which extends 
from Chicago to Seattle. 


He said faster automobiles were 
responsible for the increase in 
crossing accidents in 1934. 

State officials who addressed 
the group of public safety in 
Minnesota were Frank W. Mat- 
son, chairman of the Minnesota 
railroad and warehouse commis- 
sion; C. H. Zealand, director of 
the Minnesota public safety com- 
mission and J. P. Arnoldy, chief 
of the state highway patrol. 


Buick Deliveries 
Exceed Any May 
In Past 4 Years 


Flint, Mich., June 7.—May de- 
liveries of Buick motor cars to 
consumers in the United States 
were the largest for any month 
this year and exceeded any May 
since 1931, W. F. Hufstader, gen- 
eral sales manager of the Buick 
Motor Co., announced today. 

The month wound up with a 
sharp increase in retail deliveries 
during the last 10 days, exceed- 
ing the previous 10-day period by 
nearly 1,000 cars and showing 
more than a 1,000-car gain over 
the last 10 days of May last year. 

Deliveries during the month 
were 7,627 units as against 5,245 
in May, 1934, a gain of 2,382 cars 
or 45.4 per cent. The month’s 
sales likewise showed a gain over 
April of 639 units. 


Sales during the last 10 days of 
May this year were 3,235 cars as 
against 2,292 in the previous 10 
days and 2,111 in the correspond- 
ing 10 days of May last year. 


Newspaper ‘“‘Plays Ball” 
With Used Car Dealers 


Minneapolis, Minn., June 7. 
Automobile dealers in Minneapolis 
report themselves unusually 
pleased with an advertising plan 
inaugurated by a Minneapolis 
newspaper in aiding them to sell 
used automobiles. 


In the city news section of the 
Sunday issue are printed 40 cuts 
showing used automobiles adver- 
tised in the want ad section of 
the newspaper. Under each cut 
is the year and make of automo- 
bile together with the company 
which has it for sale. These cuts 
are two columns wide and nearly 
two inches deep, which provides 
a good reproduction of the auto- 
mobile. 


Then in the want ad section, 
the reader is referred back to the 
page of pictures with this line, 
“As pictured in Today’s Paper.” 

This graphic method of pre- 
senting used automobiles has met 
with instantaneous favor with 
the automobile dealers. 


McFall Named 


Sparta, Mich., June 7.—T. E. Me- 
Fall has been named general man- 
ager of the Sparta Coach & Body 
Co., according to the announcement 
following the resignations of E. C. 
Morine as general manager and J. 
G. McKenna as chief engineer. Mor- 
ine continues as president of the 
company and a director. 

McFall is chairman of the board 
of directors and president of the 
Sparta Foundry Co., manufacturers 
of castings and fittings, and is vice- 
poosttent of the Mid-West Refining 

0. 
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Asks that Wage and Hour 
Reports Remain Unchanged 


Detroit, June 7..-The board of 
directors of Automotive Parts 
and Equipment Manufacturers, 
Inc., representing an industry em- 


ploying approximately 200,000 men 
and whose annual sales volume is 

700,000,000 and consisting of over 
800 manufacturers operating in 
over 200 cities in 32 states of the 
Union, at a special meeting here 
today unanimously adopted the 
following recommendation, which 
is being sent to all manufacturers 
in the industry: 

ihought, Action Needed 

“The unanimous decision of the 
Supreme Court has_ invalidated 
those provisions of NIRA author- 
izing the President to prescribe 
and approve codes of fair com- 
petition. The effect of the de- 
cision is to terminate all codes 
issued under the Recovery Act. 
As a result, American industry 
faces a situation which demands 
earnest thought and courageous 
action. 

“The regulation of industry is 
now handed back to industry it- 
self. Industry can acquit itself 
of the vicious charges made 
against it by its enemies, or, by 
its own action, can convict itself 
of those practices indulged in by 
only a small minority. 

“Opportunity is again afforded 
for industry to go forward on a 
basis of voluntary  self-govern- 
ment and we are confident that 
the automotive parts and equip- 
ment manufacturing industry will 
meet the challenge. 

Urge Co-operation 

“We urge members of our in- 
dustry to co-operate with all 
others in this industry to main- 
tain fair standards of wages, 
hours, working 


and 








conditions, ; should 





through voluntary action, to 
unfair methods of com- 


and, 
eliminate 
petition 

“When NIRA was initiated, the 
President declared that fully 90 
per cent of all trade and indus- 
try was conducted on a fair and 
honorable basis, and that regu- 
latory legislation was needed only 
in order to reach the remaining 
10 per cent. 

“This industry accepted the lead 
of the President in the matter of 
so-called voluntary codes and has 
done its utmost to live up to 
every provision of its code. There 
was questioning among us, of 
course, but we know of no other 
industry whose compliance and 
spirit of co-operation has been 
finer. 

Will Meet Challenge 

“We are confident that this in- 
dustry will meet the challenge 
and provide for a voluntary main- 
tenance of fair wages, hours and 
working conditions, and competi- 
tive practices, and, it is to be 
hoped, that whatever few in our 
industry who would do otherwise 
will either see the error of such 
action or will be guided by the 
wise decision of the majcrity, not 
to engage in cutthroat competi- 
tion, not to deprive labor of just, 
fair and equitable wages and not 
to impose on labor any undue re- 
strictions or unfair working con- 
ditions. 

“Your board of directors believe 


that greater’ responsibility’ is 
placed upon manufacturers with 
NIRA declared unconstitutional 
than existed prior to that de- 
cision. 


Principles Salvaged 
“Believing, therefore, that there 
be no hasty action in 


THE nation-wide acceptance of Edison Spark Plugs 


gives evidence of the fact that the automotive trade 


and public have confidence in a good name and a 


keen appreciation of a worthy product. The “plug 


that made good in a year” is daily adding to the pres- 


tige of a name known and respected for many years! 


EDISON -SPLITDORF CORPORATION, 
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The Inquirin 

Francisco, oldest 
It shows the chorus girls who were in the ‘ 
in Bill’s home town. 


td dealer, who visited Detroit this week 
‘Ruggles of Red 
Bill is suspected of inspiring the picture, inasmuch as the girls who 
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ee snitched a photograph from the > of Bill Hughson, of San 


and herewith it is reproduced. 
Gap”’ revue hy the opry house 


average 250 pounds’ of pulchritudinous avoirdupois, are set for a ride in a 1903 Ford. 





abandoning the major principles 
of the code under which we have 
operated for nearly two years, 
your board of directors recom- 
mend for present procedure in our 
industry: 

“1. That employers in this in- 
dustry continue to comply volun- 
tarily with the principles of the 
Automotive Parts and Equipment 
Manufacturing Industry Code of 
Fair Competition under’ which 
they have been working. 

Employes Notified 

“2. That bulletins be addressed 
to their employes by each mem- 
ber of the industry stating that 
no change in wages or hours is 
anticipated as a result of the 
nullification of the authority of 
NRA. 

“3. That wage and hour reports 
which all members of this indus- 
try have been filling out every 
four weeks under the code, be 
continued in order that the com- 
pilation of accurate labor sta- 
tistics, made available for the 
first time to this industry at the 
beginning of NIRA through the 
organization of Automotive Parts 
and Equipment Manufacturers, 
Inc., may be continued and re- 
ported regularly by all members 
of this industry. A summary of 
these statistics will be released at 
regular intervals. 

Continue Reports 

“4. That members of our in- 
dustry continue the reporting of 
sales figures when requested, in 
order that statistics so _ well 
started may be continued without 
interruption, and we assure each 
member of the industry that his 
individual figures will be kept in 
absolute confidence as they have 
been in the past. 

“5. That the former code 
authority committee be continued 
and recognized as the administra- 
tive committee of fair trade 
practice for the APEM industry.” 


Oregon April Sales 
Well Ahead of 1934 


Portland, Ore., June 7.—Sales 
of new passenger cars in Oregon 
during April totaled 2,499 as com- 


pared with 1,286 for the same 
month a year ago. Since Jan. 
| 1, 7,687 new passenger automo- 


biles have been sold in the state 
as compared with 3,956 for the 
same period in 1934. 

Commercial car sales in the 
| state during April totaled 461 as 
| compared with 366 in April, 1934. 





Code Provisions 
Maintained in 
Connecticut 


Bridgeport, Conn. June 7.— 
Most Connecticut manufacturers 
whose products are used in the 
automotive industry are expected 
to maintain NRA wage and hour 
schedules for the present, al- 
though few companies have an- 
nounced their plans on this mat- 
ter. Automotive parts and equip- 
ment plants in the state are gen- 
erally operating at the highest 
peak since 1930, recent surveys 
have disclosed. 

One of the first automotive 
manufacturers to announce defin- 
ite stand in favor of continuing 
NRA conditions was the Bullard 
Co., of this city, maker of ma- 
chine tools. Plant bulletins posted 
May 31 advised employes that the 
40-hour week would be main- 
tained, with time and a half for 
weekday overtime as well as all 
Sunday and holiday work. 

More than 700 employes are 
affected by the order, this number 
representing an increase of 30 
per cent since the first of the 
year, according to E. P. Bullard. 
Rush orders have been received 
from Detroit automobile manu- 
facturers for early delivery of 
Mult - Au- Matic and Contin-U- 
Matic vertical multiple spindle 
machines, necessitating immedi- 
ate expansion of both day and 
night shifts. Two shifts will be 
kept busy for about three months 
on these orders. 

The Fafnir Bearing Co., New 
Britain, which paid more than 
1,000 factory hands a bonus of 
approximately 8% per cent of 
their pay during the first quar- 
ter of 1935, has just announced 
that if business is maintained at 
about the same level as during 
the past several weeks, a similar 
bonus of at least eight per cent 
will be paid in the second quar- 
ter to factory workers with six 
months or more service. The 
first quarter bonus, paid in mid- 
April, amounted to more than a 
full week’s pay for each employe. 
Officials, salesmen and directors 
do not receive the bonus. 


Tax Becomes Law 


Tallahassee, Fla., June 7.—Gov- 
ernor Sholtz has signed the legisla- 
tive act re-levying the seventh cent 
of the gasoline tax. 


APEM Urges Observance of NRA Principles 


Illinois Passes 
Compulsory 
In spection Law 


Chicago, June 7. — Compulsory 
inspection of the mechanical 
equipment of motor vehicles may 
be made by municipalities after 
July ist, next, according to a 
legislative bulletin issued by the 
Illinois Automobile Club, the 
senate having passed the Slater 
bill. Only the signature of Gov- 
ernor Horner remains to make 
this law effective. 

The Slater law provides that 
any city, village or town having 
a population of 40,000 or more 
may, by enacting proper ordi- 
nances, require the resident 
owner of a motor vehicle to sub- 
mit it to inspection by the mu- 


nicipal authorities, not oftener 
than semi-annually. Only the 
equipment required under the 


Motor Vehicle Act may be offi- 
cially inspected and no fee may 
be charged. To defray the cost 
of inspections the municipality is 
permitted to use money from its 
vehicle license fee. 

Under the population limita- 
tion of 40,000 or more, as pro- 
vided in this law, only about a 
dozen municipalities in Illinois 
can qualify to try compulsory in- 
spection, including Chicago, Ev- 
anston, Oak Park, Berwyn, Cic- 
ero, Aurora, Decatur, East St. 
Louis, Joliet, Peoria, Rockford, 
and Springfield. 

“Compulsory inspection of the 
mechanical operation of motor 
vehicles is distinctly a _ safety 
measure,” said Carl A. Barrett, 
president of the Illinois Automo- 
bile Club, “and the enactment of 
this new law is a real forward 
step in safety legislation. Here- 
tofore, such inspections have 
been voluntary; but, even under 
such tests, some fine results have 
been obtained. Now, with com- 
pulsory inspections, a real test of 
regular inspections of motor ve- 
hicles may be had.” 

“The Slater law 
missive legislation; it does not 
compel any municipality to in- 
spect motor vehicles but gives 
legal authority to do so, if de- 
sired. Local ordinances, when 
passed, will set up the details of 
the operation under which in- 
spections will be made.” 


Hudson Sales 
Show Increase 


Of 12.5 Per Cent 


Detroit, June 7.—Contradicting 
the seasonal trend, Hudson and 
Terraplane retail sales in the 
United States showed an increase 
of 12.5 per cent during the week 
ending June 1, as compared with 
the previous week, which had, in 
turn, been 11.1 per cent better 
than the week before that. Do- 
mestic sales last week totalled 
2,320, the second largest weekly 
total for 1935 thus far. Three of 
the past four weeks have shown 
increases over the previous 
weeks, according to W. R. Tracy, 
Hudson's vice-president in charge 
of sales. “Only once before in 
our history has this occurred, in- 
sofar as the month of May is 
concerned,” he said. 

Compared with the correspond- 
ing week of 1934, the seven days 
ending June 1, recorded a gain of 
31.1 per cent. It was the best 
last-week-in-May since 1930, and 
similarly, the month was the best 
May since 1930 in point of retail 
volume. Hudson and Terraplane 
sales for the first five months of 
the year are 20.7 per cent ahead 
of last year. 


Shell Man Na. am eed 


New York, June 7.—Herbert E. 
Spear, of the Shell Petroleum Corp., 
St. Louis, has been appointed a mem- 
ber of the Central Committee on 
Automotive Transportation of the 
American Petroleum Institute to 
succeed Frank A. Jones. 
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The advanced Bohnalite Cylinder Head 
makes possible higher compression and 
that insures increased power without 
the use of the higher priced premium 
fuels. This advanced “head” develops 
an all around improved performance—a 
real selling performance. 
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Here is an economy factor that econo- 
mizes in no uncertain terms. Fuel con- 
sumption is cut—horsepower is added— 
operation is smoother—dead weight is 
eliminated. Also don’t overlook this: the 
Nelson Bohnalite Piston is, by far, the 
most efficient piston on the market. 


BOHN ALUMINUM & BRASS CORPORATION, Executive Offices—Lafayette Bldg. DETROIT, MICH. 
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Installments, Too, Show 
15 Per Cent Improvement 


Washington, June 7. Consum- 
ers paid their bills much earlier 
in 1934 than in 1933, according to 
Claudius T. Murchison, director, 
Bureau of Foreign and Domestic 
Commerce, Department of Com- 
merce, in announcing the com- 
pletion of. the 1934 National Retail 
Credit Survey today. 


Continued Gains 


During 1934, the average month- 
ly collection figure for the 828 
reporting stores, on ordinary 
charge accounts, was 42 per cent 
as compared with 37 per cent for 
1933, the study shows. This im- 
provement represents a continu- 
ation of the trend noted for the 
last six months of 1933, the rate 
for this period being slightly 
* higher than the rate for the cor- 
responding period in 1932, and re- 
versing the downward trend of 
the previous four years. 

The acceleration in payments 
on installment credit accounts re- 
ceivable was more marked, the 
collection. ratio increasing from 
12 per cent in 1933 to 15 per cent 
in 1934. This amounts to a re- 
duction of more than a month 
in length of time that installment 
accounts were outstanding on the 
average in 1934 compared with 
1933, and in spite of a greater 
relative increase in installment 
sales than in cash and open- 
credit sales, is one of the most 
encouraging aspects of the pres- 
ent business situation as revealed 
by this survey, it was stated. 


First Yearly Figures 


The present report, completed 
three months earlier than for- 
merly, is the first to be issued 
giving yearly figures. It repre- 
sents a continuation and expan- 
sion of previous surveys and, like 
these former surveys, was con- 
ducted at the request of, and in 
co-operation with, the National 
Retail Credit Assn. The former 
studies included only six kinds of 
retail stores with 29 cities repre- 





sented. The present study covers 


12 kinds of retail stores and is 
based on reports from 1,144 stores 
in 79 cities for the years 1933 and 
1934. The kinds of stores covered 
are: department, men’s clothing, 
women’s clothing, shoe, grocery, 
furniture, jewelry, automobiles, 
heating and plumbing, coal and 
wood yards, hardware, and lum- 
ber and building materials. 

Bad Debts Decrease 

The average bad-debt losses on 
both open-credit accounts and in- 
stallment credit accounts for all 
reporting stores show marked de- 
creases in 1934. The bad-debt-loss 
percentage on open-credit ac- 
counts in 1934 of one per cent was 
about one-half the 1933 ratio of 
2.2 per cent. The ratio of bad- 
debt-losses on installment credit 
accounts also showed a decrease 
of about the same proportion, 1.8 
per cent for 1934 as compared 
with 3.5 per cent for 1933. This 
decided improvement, considered 
along with the acceleration in 
payments on accounts receivable, 
is an encouraging reflection of 
the greater ability on the part of 
consumers to meet their obliga- 
tions, the report states. 

The changes in the proportion 
of cash, open-credit, and regular 
installment sales for all stores in- 
dicate a continuation of the trend 
noted for the last half of 1933, in 
which period ratios of credit to 
total sales reversed their down- 
ward trend of the previous four 
years. During 1934, cash sales 
decreased to 42.5 per cent of total 
sales as compared with 43.4 per 
cent in 1933; open-credit sales in- 
creased to 46.8 per cent from 46.6 
per cent; and installment sales in- 
creased from 10 per cent to 10.7 
per cent. This greater relative 
increase in installment business is 
indicative of the retailer’s  in- 
creased confidence in the consum- 
er’s ability to pay for his pur- 
chases out of future earnings, it 
was stated. 
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Booth Picwets Washers 


Masks and other protective as 
in operation at the Plymouth plan 


operator’s face. 





normale are unnecessary in the new paint spray units now 

Washed air takes the paint overspray away from the 
This insures Gaken the same safety and comfort afforded men working 
in other parts of the plant. 





Returns and allowances per- 
centages (including repossessions 
on installment sales), for the year 
1934, decreased slightly. Such per- 
centages based on total gross 
sales for the 795 stores reporting 
were 4.4 per cent for 1934 and 4.7 
per cent for 1933. The returns 
and allowances on cash sales for 
the 507 reporting stores were 1.7 
per cent in 1934 as compared with 
1.8 per cent for 1933; on open- 
credit sales, the figures for the 
551 stores reporting were three 
per cent for 1934 and 3.2 per cent 
for 1933; and, on installment sales, 
for the 204 stores reporting, the 
percentages of returns and allow- 
ances were 9.2 per cent and 10.4 
per cent for 1934 and 1933, re- 
spectively. 


Southerners 
Like Reciprocal 
Tariff Policy 


New York, June 7.—The senti- 
ment of business leaders in south- 
ern states is strongly in favor of 
the administration's reciprocal 
tariff policy and its program for 
the expansion of foreign trade, 
the Automobile Manufacturers’ 
Assn. announced today. The as- 
sociation statement was _ based 
upon reports which it has re- 
ceived from the manager of its 
export department, George F. 
Bauer, who is now in Mexico City 
having just concluded a five- 
week tour through the southern 
states. 


During his trip Bauer had an 
opportunity to exchange views on 
matters pertaining to foreign 
trade with leading industrialists 
and business men of the south. 
He attended and participated in 
more than 30 meetings of busi- 
ness organizations interested in 
reviving world trade. 


His reports indicate that reso- 
lutions endorsing the Administra- 
tion’s reciprocal tariff policy were 
adopted by a number of organiza- 
tions which he contacted includ- 
ing the Chamber of Commerce in 
Mobile, Ala.; Foreign Commerce 
Committee of the New Orleans 
Assn. of Commerce and the At- 
lanta Foreign Trade Club. 


In several other cities action 
has been taken to provide contin- 
uing support for the administra- 
tion’s foreign trade program. 


Bauer is now in Mexico City 
conferring with government offi- 
cials and representatives of sev- 
eral automotive organizations on 
subjects relating to the greater 
use of motor vehicles in that 
country. He will return to New 
York next week. 


Jobbers Favor 
Retention of 
Code Provisions 





Washington, June 7.—The Na- 
tional Code Authority of the 
Wholesale Automotive Trade has 
received word that hard upon the 
Supreme Court decision wreck- 
ing the NRA the Middle Atlantic 
Jobbers, holding their 10th annual 
convention in Philadelphia, went 
strongly on record in favor of 
maintenance of all code _ pro- 
visions. The resolution adopted 
was: 

“That the Middle Atlantic Job- 
bers desire to impress most em- 
phatically on their members the 
necessity of maintaining the gains 
that have been made in the pro- 
motion of fair trade practices 
through the application of cer- 
tain of our code provisions, and 

“That all members should re- 
frain from making any drastic 
revisions of our hours of labor 
and rates of pay, and 

“That it is a recognized fact 
that the abandonment of the 
principles embodied in our code 
would precipitate a chaotic con- 
dition that would lead to the gen- 
eral harm of the automotive 
wholesalers, and further 


“That it is our desire that code 
committees within our area do 
all within their power to keep 
their organization intact, and co- 
ordinate their efforts with other 
district committees throughout 
the country, either with the help 
of new legislation or on a volun- 
tary basis.” 

The Code Authority forwarded 


copies of the resolution to all dis- 
trict committees. 





uilevtions Better 1 in 1934, U.S. Survey Discloses 


Millionth Car to 
Be Celebrated 
At Pontiac Plant 


Pontiac, Mich., June 7.—Pont- 
iac Motor Co. has manufactured 
more than one million Pontiacs. 


The one millionth car has 
rolled off the assembly line and 
the city of Pontiac has announced 
a civic celebration for June 12 
in honor of the achievement. 


The first Pontiac car ever 
built, which will be on hand run- 
ning under its own power during 
the celebration, was announced 
Jan. 7, 1926. 


More than 300 factory employes 
ef the company who helped build 
that first Pontiac still are on the 
company payroll and helped to 
build number 1,000,000. 


Wednesday’s celebration will in- 
clude a luncheon sponsored by 
the Board of Commerce at which 
William S. Knudsen will be the 
guest of honor. 


Tractor Exports Show 
Continued Upward Trend 


Washington, June 7.—Exports 
of tractors and parts, the most 
important group in the agricul- 
tural machinery classification, are 
on the increase, according to the 
Department of Commerce. In 
April they reached a total value 
of $1,283,536, against $1,137,054 in 
April last year. The gain, it was 
stated, was due solely to the in- 
crease in wheel tractors, ship- 
ments of which totaled 709 units, 
valued at $564,055, compared with 
534 units, valued at $389,762 in 
April, 1934. Track-laying tractors, 
however, declined from 254 units, 
valued at $461,828 in April last 
year, to 204 units valued at $437,- 
430, this year. Shipments of 
tractor parts fell from $285,464 in 
April, 1934, to $276,264 this year. 

All exports of agricultural ma- 
chinery registered a gain this 
April of 9.5 per cent over April, 
1934, but declined 13.5 per cent 
from March, the department re- 
ported. Tillage implements, in- 
cluding plows, harrows, cultivat- 
ors, planters and drills made a 
gain of 19 per cent. The heavy 
loss in exports from a year ago 
was in harvesting machinery. 


Will Pay Reward 


Minneapolis, Minn., June 7.—An 
amendment to the Minneapolis city 
ordinances which would permit the 
city council to continue paying $50 
reward for information leading to 
the arrest and conviction of hit-run 
motorists was recommended today by 
the council’s street traffic committee. 

The council has only $500 avail- 
able for payment of such rewards 
at present, and the committee recom- 
mended an amendment to make the 
system self-supporting through pay- 
ment of rewards out of traffic court 
fines. 





High Priced Models Move 
Chicago Reports Show 


Chicago, June 7. 
in the higher priced brackets fea- 
tured Cook County new car regis- 
trations in May, according to 
official totals released by R. L. 
Polk & Co. Oldsmobile also turned 
in an increase during the month 
as compared with April, while 
gains were recorded likewise by 
Reo and Willys, with Graham and 
Lincoln holding even. 

In all, 9,941 new cars were reg- 
istered in the county as against 
11,616 for the year’s peak month, 
April. The gain over May, 1934, 
when the total was 6,290 units, 
amounted to 60 per cent. 

Ford maintained its leadership 
with 3,268 in May to 3,873 in April; 
Chevrolet was second with 1,337 


Sharp gains | 
by Packard and Cadillac-LaSalle 


to 1,985; Plymouth third with 
1,275 to 1,395; Oldsmobile fourth 
with 912 to 899; Dodge fifth with 
837 to 921; Pontiac sixth with 
694 to 742; Buick seventh with 314 
to 330; Chrysler eighth with 208 
to 261; Hudson-Terraplane ninth 
with 197 to 223; Packard tenth 
with 185 to 143; Nash-LaFayette 
eleventh with 151 to 226; Stude- 
baker twelfth with 147 to 178; 
Cadillac-LaSalle thirteenth with 
136 to 110; De Soto fourteenth 
with 124 to 156; Graham fifteenth 
with 52 for each month; Auburn 
sixteenth with 46 to 52; Reo sey- 
enteenth with 21 to 17; Hupmo- 
bile eighteenth with 19 to 32, 
Lincoln nineteenth with 13 each 
month and Willys twentieth with 
5 to 3. 
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Federal Program to Improve Highways Begins 
Allot $200,000,000 to — [Jobs for 10,000 | fats ssing.timinaton tmz] snzenension tat he Agi 


Eliminate Grade Crossings 





The Fed- 
push to 
curtail 


Washington, June 7. 
eral government’s big 
improve highways and 
traffic hazards throughout the 
country and at the same time 
take large numbers off the relief 
rolls by providing work got under 
way here this week. Four hun- 
dred million dollars was the mo- 
tive power, Secretary of Agricul- 
ture Wallace announcing the al- 
lotment in every state of shares 
in $200,000,000 for roads and 
streets and the same amount for 
grade crossing elimination. The 
money comes out of the $4,880,- 
000,000 appropriated by Congress 
for work relief. 

The highway allotments are on 
the basis of population, area and 
mileage of rural post roads, while 
grade crossing funds are supplied 
one-half on the basis of popula- 
tion, one-fourth according to 
mileage of the Federal-aid high- 
way system and one-fourth ac- 
cording to railroad mileage. 

The funds apportioned are not 
available for use in any state be- 
fore its program of projects is 
approved by the Federal Advisory 
Committee on Allotments. All 
previous Federal funds for pro- 
jects also must have been ab- 
sorbed before work begins. The 
new funds will be administered 
through the Federal Bureau of 
Public Roads. They will be ex- 
pended by state highway depart- 
ments and it is expected many 
projects will start immediately. 

The apportionment by states 
follows: 


Highways, Roads 
and Streets 


STATE 
Alabama ..... : g 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
Florida 
Georgia 
Tdaho 
Illinois 
Indiana 
lowa 
Kansas 
Kentucky 
Louisiana 
EP 
Marviand .. 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada 


New Hampshire... 
New Jersey .. 

New Mexico ........ 
New York ... 

North Carolina 
North Dakota 
Pee 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 

Utah 

Vermont 
Virginia ..... 
Washington 
West Virginia 
Wisconsin 
Wyoming . 
District of Columbia.... 


Totals 


Western States Share 
Federal Road Funds 


St. Paul, Minn., June 7.—More 
than $13,000,000 is Minnesota's 
share from the half billion dol- 
lars of federal money set aside 
from the works fund for high- 
way, road, street and grade cross- 
ing elimination, 


Of the total, $5,395,441 is a 
grant for use in highway-railway 
grade separation and protection, 
$5,277,145 is to be used on high- 
ways, roads and streets and $2,- 
712,775.50 is Minnesota’s share of 
the unappropriated balance of 
the Hayden-Cartwright highway 
act. 


Federal allotments gave North 
Dakota $2,867,245 for highways, 
roads and streets, $3,207,473 for 


oO - 


oe 











Crowd Attends 
Opening of New 


Truck Addition 


Detroit, June 7.—On June 3, the 
truck division of Dodge Brothers 
celebrated completion of an addi- 
tion to its present truck plant 
here. 

The Dodge truck factory, in 
which—unless signs fail—close to 
100,000 commercial cars and 
trucks will be built during 1935, 
has for some time been working 
up to capacity. 

On Mar. 25 foundations were 
laid for a 576-foot steel and con- 
crete structure adjoining the pres- 
ent plant. Last Monday over 2,000 
Dodge employes and 
guests attended an opening cele- 
bration. 


In attendance were K. T. Kel-| 


ler, president of Dodge; William 
J. O’Neil, general manager; J. D. 


Burke, director of truck sales; 
Emerson J. Poag, director of 
merchandising and advertising; 


Col. A. C. Downey, head of Fargo; 
Byron C. Foy and J. E. Field of 
Chrysler; Fred Lamborn, Dodge 
factory manager; R. M. Hidey, 
manager of the truck plant who 
was actual host to the party. 

The Chrysler Choir of 200 voices 
sang as did the Plymouth Quar- 
' tette. 


Elimination of 
Hazards at Railroad 
Grade Crossings 
4,151,115 $ 4,034,617 $ 
2,569,841 1,256,099 
3,352,061 3,574,060 
7,747,928 7,486 362 
3,395,263 2,631,567 
1,418,709 1,712,684 
900,310 418,259 
2,597,144 


2,827,883 
4,988,967 
) 


Total 
8,185,732 


3,825,940 


15,234,290 
6,026,830 
3,131,393 
1,318,549 


4,895,949 
1,674,479 
10,307,184 
5,111,096 
5,600,676 
= e460 


9,884,916 
3,897 226 








3,129,805 7 


871,597 
046,377 


113,631 


1 
9,544,131 
6,074,718 
16,110,712 

9,585,381 





2,334,204 
483,613 
699,691 
3,059,956 


5, 

9,347,797 20, 
989,208 
2,702,012 
2,976,454 
4,192,460 
11,989,350 


831,410 
1,688,899 
5,761,968 
6,225,540 
g 





96 


cor 





3,026,161 3,095,041 


6,121,202 


2,231,412 2,677,937 4,909,349 
4,823,884 5,022,683 9,846,567 
2,219,155 1,360,841 3,579,996 

949,496 410,804 1,360,300 

926,033 453,702 1,379,736 
5,000,000 4,000,000 9,000,000 

. $200,000,000 $200,000,000 $100.000,000 | 

grade separations and _ $1,4€9,- 
483.50 from the Hayden-Cart- 


wright fund. 


South Dakota's share was $2,- 
976,454 for highways, roads and 
streets, $3,249,086 for grade sepa- 
rations and $1,523,821.50 from the 
Hayden-Cartwright money. 


Woman Elected 


Muskegon, Mich., 
Elsa K. Bennett has been elected 
president of the Clarke Sanding Ma- 
chine Co., of this city, succeeding 


her late husband, Thomas B. Ben- | 


| RAY DAY PISTONS 


nett. Walter H. Koelbel, William H. 
Hentschel, and Richard Slaytor have 
been re-elected vice-presidents; Wil- 
liam G. Turner jr., has been re- 
named secretary; and Maurice J. 
Reddy has been named treasurer. 
Reddy is also the general manager. 


invited | 


6,926,121 | 


5,425,027 | 


19,001,193 | 





) | 
6.103, 896 | 





4,596,683 | 
4, 


623,566 | 


372,846 | 





June 17.—Mrs. 


Jobs for 10,000 
When Highway 
Program Starts 


St. Paul, Minn., June 7.—Jobs 
will await 10,000 or more Minne- 
sota workers as soon as the fed- 
eral highway construction and 
grade crossing elimination pro- 
grams get into full swing, W. W. 
Magee, St. Paul contractor and 
vice-president of the Associated 
General Contractors of Minnesota, 
declared today. 

Due to projects planned by the 
state highway department in an- 
ticipation of $13,000,000 recently 
allotted to the state, contracts 
can be let and a good share of 
the men employed soon, Magee 
pointed out. 

“It is apparent,” he explained, 
“that in highway building and 





grade crossing elimination the na- 
tional administration is finding 
one of the quickest means of put- 
ting men to work at projects hav- 
ing a real economic value. Prob- 
ably no other branch of work re- 
lief presents so few obstacles to 
immediate employment. 

“It also would be difficult to 
find a public work of greater 
economic value than the con- 
struction of highways to meet 
demands of modern traffic. Roads 
designed for the traffic volume 
and speed of 10 or 15 years ago 
are outdated today and frequently 
dangerous. Furthermore, with 
the speeding up of railroad sched- 
ules, it is obvious that elimina- 
tion of grade crossings is essen- 
tial to public safety.” 

Farm Majority Favors 

Continuance of Project 

Washington, June 7.—Although 


_ President Roosevelt has expressed 


apprehension that the Agricul- 
tural Adjustment Administration 
may go down in the train of the 
demise of NRA, the wheat farm- 
ers of the country have voted 
heavily in favor of continuance 
of its crop adjustment program. 
The result of the referendum is 
of significance to the automotive 
industry as virtually all the farm- 
ers participating are potential 
purchasers of motor products. 


Latest figures show that 86.6 
per cent of all farmers voting 
favored continuance of the pro- 
gram. A total of 458,973 ballots 
has been counted, 397,840 being 
for continuance and 61,133 
against. Of the total 392,383 were 
votes of contract signers and 66,- 
590 were by non-contract signers. 
The former voted 89 per cent in 
favor of continued crop adjust- 
ment and the latter 72.5. 








| 
| 
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GRAND SLAM! 
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Every Car That Finished this year’s Indianapolis race was 
equipped with Ray Day Pistons . . . a striking tribute to Ray 


The Important Fact is that the Ray Day Pistons for 
passenger and commercial car engines are made of exactly the 
same super metal and by exactly the same processes as the 
Ray Days that propelled these race cars to victory... 


ANAPOLIS 


1935 
ALL 10 PLACES! 


RAY DAY PISTON CORPORATION OF DETROIT 








By Legislation Since Jan. 1) 


- 


New York, June 7.—The num- 
ber of states with laws requiring 
the installation of safety glass, 
either on all new motor vehicles 
or on taxicabs and buses, has 
more than doubled as the result 
of legislation enacted since the 
first of the year. 

The progress of safety glass 
legislation was disclosed in a re- 
port issued today by the Auto- 
mobile Manufacturers Assn., 
based upon a study made by 


Frederick A. Hastings, secretary 
of the association’s legislative 
committee. 


Use Increased 

As the supply of safety glass 
became available its use in the 
manufacture of automobiles has 
Steadily increased to the point 
where it is now standard equip- 
ment on most of the higher priced 
cars and in the windshields at 
least of practically all makes of 
cars. 

Thirteen states have enacted 
compulsory safety glass legisla- 
tion this year, Hastings reported. 
This brings the total number of 
states having laws of this kind to 
21. In addition, a safety glass 
measure has passed both houses 
of the California legislature and 
now needs only the Governor's 
signature before it becomes a law. 

Uniform Pattern 

Practically all of the new laws, 
according to Hastings, follow a 
fairly uniform pattern in that 
they require safety glass of a 
type approved by the state mo- 
tor vehicle authority as a pre- 
requisite to registration of new 
vehicles manufactured and sold 
in the state after a certain speci- 
fied date or on school buses and 
common carrier passenger ve- 
hicles operating in the state after 
a specified date. None of these 
laws require that safety glass be 
installed in vehicles that were 
in use prior to the effective dates 
of such laws. However, Hastings 
pointed out, in several states it is 
provided that where it becomes 
necessary to replace glass in such 
vehicles, such replacements must 
be made with safety glass. 

States now having safety glass 
legislation are listed below. The 
date shown indicates when the 
Where no 
laws are 


laws become effective. 
the 


dates are shown, 
already effective, 








In CLEVELAND it's 






In COLUMBUS if:s 


In AKRON it's 


In TOLEDO //'s 








VY gheHOLLENDEN 
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inher of States Requiring Safety Glass Doubled 
Thirteen Added to List 


Colorado (all vehicles), Jan. 1, 
1937; Connecticut (all 

Dec. 31, 1935; Delaware 
hicles), July 1, 1935; 
vehicles), Jan. 1, 1936; Iowa (all 


(all 





vehicles), | 
ve- | 
Indiana (all | 





passenger vehicles), July 1, 1935; 
Maryland, (all vehicles), July 1, 
1935; Massachusetts (all vehicles, 
windshields only), Michi- 
gan (all vehicles), Mis- 
souri (all passenger’ vehicles), 
Jan. 1, 1936; Nebraska (all pas- 
senger vehicles), ; New 
Hampshire (all vehicles), Jan. 1, 
1936; New Jersey (all vehicles), 
July 1, 1935; New York (all ve- 
hicles), North Carolina | 
(all vehicles), Jan. 1, 1936; North 
Dakota (school buses and for- | 
hire passenger carriers), July 1, | 


1935; Ohio (all vehicles), Jan. 1, 
1936; Oklahoma (school buses and 
for-hire passenger carriers), Sept 


1, 1935*; Pennsylvania (all ve- | 
hicles), ; Vermont (all 
vehicles), Jan. 1, 1936; Virginia |~ 
(all vehicles), Jan. 1, 1936; West 
Virginia (all vehicles), July 1, 
1935. 

* However, applies to all ve- 


hicles manufactured after July 1, 
1935. 
Phila. Group Moves 


To Preserve Pay Rate 
Philadelphia, June 7.—The 


board of directors of the Phila- | 


delphia Automobile Assn., at a 


meeting called to 
trade situation since the brushing 
aside of NRA codes by 
cision of the United States Su- 
preme Court, recommended to the 
membership that no reduction be 
made in rates of pay 
tive here under NRA, and that 
“all policies which operation un- 
der NRA has demonstrated sound 
and fair,” be continued. Numer- 
ous other trade associations have 
taken similar action. Sentiment 
seems to favor the upholding of 
the outstanding features of NRA 


code policies, such as minimum 
wages, maximum hours of labor 
and the maintenance of fair 
prices for merchandise and serv- 


ice. 

Some of the automobile men 
have propounded the hypothetical 
question not yet asked in any of 
the local newspapers: “Who, if 
anyone, is going to remit the fines 
imposed by NRA _ upon those 
found guilty of unfair practices ? 














consider the)| 


the de-| 


as opera- | 


| April 





Attracts Buyers 


2,100 purchasing agents and their families and friends visited the 


hel 
at the Waldorf-Astoria last week. 


was 
Assn. 


booth where many _ sought information on n Socony’ 8 “Lubrication Profit” 


Retail Automobile Market 
Shows Continued Strength 


Washington, June 7.— Contin- 
ued strength of the retail auto- 
mobile market is cited by the 
Department of Commerce as one 
of the leading factors contribut- 
ing to an improved sentiment as 
revealed in latest weekly reports 
on business conditions from 33 
largest cities. Conditions gener- 
ally, the department said, dis- 
played signs of “some slight im- 
provement” and “while there 
were no instances of pronounced 





Shown above is the Socony- Vacuum Oil Co 


progress there were indications | 
here and there of a somewhat 
more hopeful attitude in trade 


and industry.” 
Less optimistic, however, were 
conclusions drawn from the lat- 
est figures on foreign’ trade, 
which showed that in April ex- 
ports fell 11 per cent in value 
below those of March. The sea- 
sonal decline is usually about 6 
per cent. 
Agriculture 
reports 
the United 


Improves 
The covering 
all parts 


weekly 
of 


States | 


showed continued upward trends | 


im- 
pros- 


in construction, widespread 
provement in agricultural 

pects, pickup in retail ¢ 
sale trade as weather conditions 
favored increased buying, in ad- 
dition to maintained heavy sales 
of automobiles. San Francisco 
reported that new car sales 
were the highest 
years and 57 per cent above the 
same period last year. The re- 
turn of workers in the Chevrolet 
and Fisher Body plants and the 
increase in the Ford minimum 
wage scale brought improvement 


| to business in several cities, the 





reports showed. 

“Among other factors worthy 
of mention,” the department said, 
“were minor instances of greater 
employment coupled with reports 
of the inception of new indus- 
tries, plant improvements and 


| enlargements.” 


Building Gains 
Building and modernization ac- 


| tivities continued as an encourag- 


ing factor throughout the coun- 


try. In eight western states 
building permits increased 156 
per cent in value over March. 


Recent rain throughout the 
Southwest greatly bettered pros- 
pects for crops, an encouraging 
circumstances for business, the 
reports said. In Chicago it was 
noted that Fall orders for men’s 
clothing were in some cases 30 
per cent larger than in the 1934 
buying period and mail order 
sales better than expected at this 
season. 

In regard to foreign trade the 
department reported that in ad- 
dition to the decline in exports 
imports, which ordinarily de- 
crease about 3 per cent in April, 
were down 4 per cent this year. 


ind whole- | 


in | 
in five | 





which 
d in connection with the annual convention of the National Purchasing Agents’ 


“Informa-Show’’ 


idea. 





Imports exceeded exports for the 
first time since August, 1933, the 
peak of the import movement 
that followed suspension of gold | 
payments. April exports were | 
valued at $164,350,000 compared | 
with $184,603,000 in March and| 
$179,427,000 in April, 1934. Gen-| 
eral imports totaled $170,567,000 | 
in April, compared with $177,-| 
275,000 in March and $146,523,000 
in April, 1934. 


“xports of automobiles, iron 
and steel mill products and gaso- 
line were among the commodities | 
showing declines. Crude petrol- | 
eum was among the few showing 
increases. Imports of crude rub- 
ber fell from $12,156,000 in March 
to $10,512,000 in April and crude 
petroleum from $2,473,000 to 
$1,948,000. 


Willys Upheld 
In Ricardo Suit 
For Infringement 


os 


New York, June 7.—On the| 
appeal of the Waukesha Motor | 
Co. against the Willys-Overland | 
Co., defended by the Automobile | 
Manufacturers Assn., the Court 
of Appeals at Cincinnati, Wed- 
nesday, delivered its decision 
affirming the previous decision 
of the District Court at Toledo, 


| dismissing the infringement suit 


on the Ricardo combustion cham- | 
ber patent, No. 1,474,003, against | 
the Willys-Overland Co., it was 
announced today by the AMA.| 


This decision represents the| 
successful termination of long 
pending litigation defended by 


the association in a case brought 
against the Cleveland Automo- 
bile Co. in 1924, and withdrawn 
by the plaintiff, and in a second 
case against the Willys-Overland 
Co. in 1928. 


Chevrolet Builds 


Flint, Mich., June 7.—Construction 
of a new building to house the serv- 
ice school of the Chevrolet Motor 
Co. is under way at the Flint plant, 
and contracts are to be let for con- 
struction of a conveyor and an addi- 
tion to the dock at plant No. 6 that 
will increase the loading facilities 
by two more freight cars. 

The construction program is valued 
at $10,000. The new building is to 
be 55 feet by 30 feet, providing 
training for twice the number of 
service men. Classrooms and labora- 
tories are to be housed in the new 
building. The additional dock is to 
be of concrete and steel, and will 
bring the total loading capacity to 
10 freight cars. A conveyor is to be 
constructed inside the building to 
carry out sheet metal parts for 
reloading. 


| ments 


Packard Sales 
Jump Tenfold 
Over May 1934 


Detroit, June 7.—More than 10 
times as many Packard cars 
were delivered to customers last 
month as in May last year. M. 
M. Gilman, Packard vice-presi- 
dent and general manager, said 
that deliveries of cars in May of 
this year were 4,933 as compared 
with 473 during May, 1934. 


Luxury Demand 


While deliveries of the new 
Packard One Twenty accounted 
for the greater part of the big 





| increase, Gilman pointed out that 


deliveries of the larger, higher 
priced Packards last month to- 
taled 586 as compared with 473 
for May, 1934. 

During April and May, without 
the One Twenty plant being in 
maximum production and with- 
out a full distribution of body 
types, said Mr. Gilman, Packard 
distributors and dealers delivered 
a total of 9,203 cars. Deliveries 
in April and May last year were 
1,194. From Jan. 1 to June 1 
deliveries totaled 12,106 as com- 
pared to 2,295 for the same period 
last year. 

Gilman announced that ship- 
from the Packard fac- 
tories during May totaled 5,614 
have,” he said, 


cars. “We still 
“orders on our books here in 
Detroit for 7,006 cars. In addi- 


tion to this the selling field is 
lacking more than 3,000 cars to 
complete what would be a nor- 
mal demonstrating and field 
stock, leaving more than 10,000 
ears for us to build over and 
above current sales before we 
are operating even with demand. 
A further encouraging feature is 
that we are now better able to 
assure delivery on more body 
types and on some types can 
make immediate delivery. 
June High Seen 

“Production in June will keep 
up at a high rate. We plan ship- 
ping more than 6,000 cars this 
month. While June is not nor- 
mally as good a motor car selling 
month as April or May, our busi- 


| ness this month will exceed that 


of both April and May. June 
this year undoubtedly will be one 
of the biggest months in our his- 
tory in the actual delivery of cars 
to customers. 

“Until very recently more than 
70 per cent of our One Twenty 
production has been of a body 
model which normally accounts 
for only 30 per cent of our busi- 
ness. On top of this has been 
the further fact that 75 per cent 
of our deliveries have been for 
cash, an almost complete reversal 
| of the usual situation in the One 
Twenty price class. With all 
these factors considered we feel 
sure that our volume of business 
will carry through the summer 
at a high rate as the public finds 
it can obtain all body types and 
as it also takes advantage of 
monthly payment sales in pro- 
portion more nearly that consid- 
ered normal in the One Twenty 
price class.” 


¢_u mahi in 
edgewise” 


(Continued from Page 6) 


votes a part of his time to pro- 
moting a carbonated beverage 
which he says is already quite 
well known in the south and 
which he hopes soon to introduce 
nationally—it is called Coca-Cola, 
and if ever I find where it is dis- 
pensed he has advised me to try 
it. But seriously, here is one for 
Ripley: Ferd tells me that the 
sales of Coca-Cola have increased 
every month since beer was 
brought back. It is a fact and I 
learned the answer, but it certain- 
ly belongs in the “Believe It or 
Not” book. So long, St. Louie!— 
G. M. S&S. 
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A* UPWARD TREND in advertising as a result of the | 
plucking of the Blue Eagle is foreseen by the ad- 


the Ath Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


magazines and will pledge to the 
public that the used cars sold by 
the organization have been tested, 
tuned and conditioned, and ready 
to give the buyer the same satis- 
faction he would expect of a new 
car. 

Ten years ago Chevrolet intro- 
duced the “red tag” 
on its used cars. The new cam- 
paign will strive to make this red 
tag familiar to everyone. 






program. Just what Colonel Lem- 
uel Q. Stoopnagle and his pal 
Budd have up their sleeves is 
problematical, but a whispering 
campaign intimates that a mys- 


| terious product, “phoithboinders,” 


| will get a play. 


guarantee | 


An unconfirmed 
report states they are hard at 
work on new inventions of equal 
caliber with their famous round 
dice for people who would rather 
play marbles. 


F. WILLIS MUNRO, for the 

| last four years advertising man- 
ager of Hupp Motor Corp., has 
been appointed 

assistant adver- 


vertising business generally. Despite the uncertainty of| Full color will be used in Sun- 
business during the transitory adjustment period, prevail-| 4@Y "ewspapers and in maga- 
ing opinion indicates that advertising will at least be) ”"°* — 
maintained at the present rate and will very probably| McCANN - ERICKSON, Inc. 
show some increase. Advertising regulation in many in-|N. Y., has shifted Frank Town- | 
send to the Detroit office. He 


stances died along with NRA, but advertising men look | 
ahead to a solution and are hop-}*—— - - 


ing for some system of fair 
trade practices which will include 
self-regulation of advertising. 

At the present time, although 
no definite steps have been taken 
one way or another, everything is 
apparently rolling along smoothly 
and even gaining a little speed. 

The majority of codes included 
provisions regulating merchandis- 
ing methods and in some cases 
specifically limited the type and 


volume of advertising and pro- 
motion that could be done. 
While it is generally agreed 


there may be a slip-back to some | 


of the evils that code-regulation 
forbid, concensus of opinion 


agrees that association regulation | 
will do much to keep the slate | 


clean. 

More immediate, however, is a 
flurry on the part of business to 
extend competition and sales ef- 
fort in markets no longer under 


| 


| 


| ards is the aim of a new nation- 


1 





NRA regulation. This, it is be- 
lieved, will result in a very no- | 
ticeable increase in advertising | 
volume. 


FROM BUFFALO comes the 
announcement that the Pierce- 
Arrow Motor Corp. has appointed 

Baldwin & Stra- 


cy. William 
Baldwin, part- 
ner in the agen- 





cy, has_ been, 

for the past 

several years 

advertising 

manager of 

W. M. Baldwin Pierce * Arrow. 

No definite ad- 

vertising plans have been an- 
nounced. 

* 4 * 


TO ADMINISTER the new ad- 
vertising policies of Columbia 
Broadcasting System, Gilson Gray 
has been appointed 
editor. The new standards an- 
nounced a short time ago when 
the radio chains decided to scrub 
up and meet the public clean and 
shiny has resulted in a great deal 
of readjustment. 


Gray’s work will be to assist 
advertisers in revamping their 


programs to the new standards. 
He was first employed in the edi- 
torial departments of the New 
York Herald Tribune and the 
New York Times. Later he was 
associated with Batten, Barton, 
Durstine & Osborn. He comes 
to Columbia from the D’Arcy Ad- 
vertising Co., St. Louis, where he 
was in charge of the radio de- 
partment. 

According to reports, the policy 
changes have met with approval 


chan, of that 
city, as its ad- 
vertising agen- 


commercial | 


both from the public easy chair | 


and the executive desk. 
tising men have pledged co-ope- 
ration in the clean-up. 

* a ca 


NATIONAL BROADCASTING 


Adver- | 


Co., too, has been quietly confer- | 
ring with advertisers and reports | 


very satisfactory co-operation 
from business. 
The whole idea of improving 


programs is not new. 
been studying the change for a 
year. There was no loud bang 
when the new policies were an- 
nounced. 
or less formal statement of 
change that had been taking form 
over a long period. Today, one 
has only to listen to a chain 
broadcast to see the results. The 


chronic kicker who anonymously 
wrote in complaints and signed 
himself “Fugitive from a Chain 
Program” will have to turn his 


NBC has | 


Instead, it was a more | 
a | 


will assist Don Hight on the Ford 
dealer account. 


| efforts to something else. Maybe | ae a 

he can light on the local radio | 

station, which has not yet felt} FRED WARING'’S Ford pro- 
}gram will be heard Tuesday 


the sweeper. 


fk * oa 


The 
from 


time 


| ginning July 2. 
9:30 


TO RAISE used car advertising ! 
remain the same, 


and merchandising to new stand- to 


cam- | changed, 
With the 
Budd will 


dealer organization 
Chevrolet. The new} 
use newspapers and/ and 


wide 
paign by 
drive will 


change, Stoopnagle 
be added to the 





io impressive proportion of today’s fore- 
most cars, of high, medium and low price, 
are equipped with Hydraulic Braking. The 
pronounced swing to Hydraulic Braking dur- 
ing the past year has been sensational. 


Everywhere you hear it discussed — and inva- 
riably the convictions expressed are most vehe- 
ment. One likes the easy, cushioned pedal 
action; another delights in the enduringly equal- 
ized pressure; still another holds forth on the 
freedom from noises, the lack of lubrication 
worries and the simplicity of take-up. 


What dealer exists who wouldn’t like to hear 
his customers speak so enthusiastically about 
their cars? Dealers appreciate, too, the low- 
ered service department overhead which trouble- 





| nights instead of Thursday, be- | 
will | 


10:30, EDST, and the stations un- | 


tising manager 
of Graham- 
Paige Motor 
Corp., it was an- 
nounced Friday 
by C. W. Mathe- 
son, vice - presi- 





dent. 

Munro was 
associated with 
Hupp for 20 


F. W. 


Munro 


years, serving 
first as assistant advertising man- 
ager until four years ago when he 


became advertising manager. 

At Graham, he will also be ac- 
tively identified with an aggres- 
sive sales promotion campaign 
launched recently by the com- 
pany as part of its plan to double 
sales during the summer months. 

* * + 

STANDARD OIL Co. of New 
| Jersey will sponsor Guy Lom- 
bardo in a half-hour program 
over 42 CBS outlets, beginning 
July 8. Monday, at 8:00, EDST, is 
the time 


Price War Looins 
7.—German and 
authorities are 
price war between 
the Reich and the United States is 
looming the result of the new 
commercial treaty signed here this 
week by Secretary of State Hull and 
Dr. Hans Luther, ‘German ambas- 
sador. It will be precipitated, they 
state by the omission, at Germany’s 
request, of the unconditional most- 
favored-nation clause that was a 
part of the former agreement. 
Germany has long desired to share 
in the reciprocal trade agreements 
this country has been negotiating 
with other nations. 


Washington, June 
American trade 
agreed that a 


as 









free Hydraulic Braking represents. And factory 
advantages are equally important ... lower in- 


stallation cost, greater flexibility. 


Correspondence is invited. 


HYDRAULIC BRAKE COMPANY 
DETROIT, MICHIGAN 


LOCKHEED HYDRAULIC 


Four BRAKE 4y Wheel 


OFFICIALLY SERVICED THROUGHOUT THE NATION BY WAGNER ELECTRIC CORPORATION 
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Dealers Outline Factory Relationship Factors 


Claim 85% of Merchants 
Want Code Principles Saved 


St. Louis, Mo., June 7.— 
Herewith is a statement of 
the dealers’ major objectives 
in their relationship with 


automobile manufacturers 
as submitted by the NADA to all 
car makers on May 27. 


Preliminary Statement of Facts 


Sixteen months of experience have 
proven that fully 85 per cent of the 
automobile dealers want the major 
principles expressed in their code 
made effective and permanently 
established. 

These dealers want definite fac- 
tory support and co-operation in the 
permanent establishment of these 
principles. 

The reduction in dealer margins 
which rendered ineffective those 
financial gains brought through the 
used car section of the code has 
solidified the dealer body in its de- 
mand for correction on the manu- 
facturer’s part of inequitable con- 
tractural relations long existing. 

The way is open to rehabilitate 
this trade, which must be saved if 
independent dealers are to sell the 
automobile manufacturers’ products 
and the manufacturers not enter the 
retail field. 

Automobile manufacturers are in 
the enviable position of being able 
to adjust this whole situation at 
once and in doing so bring not only 
benefit to themselves but to nearly 
a half million workers in the retail 
trade. 

Whether these objectives are 
reached through franchise contract, 
the power of which lies in the manu- 
facturers’ hands; through enforcible 
agreement; through some form of 
continued legislation, new permanent 
legislation, or otherwise, the Na- 
tional Automobile Dealers’ Assn., 
representative of the dealers of this 
country, must obtain them. 


Section A—Cancellation 


The cancellation terms of the con- 
tract should be redrafted. 
1. Our reasons are set forth in 
Section A (I). 


2. Our basic recommendations 
for change are set forth in 
Section A (II). 

: Section A (I) 

The dealer and his organization 


are the true contact point with the 
manufacturers’ market. 





The operator of the dealership 
must consider the problems of buy- 
ing, selling, and financing altogether, 
not just the question of selling alone. 

The factory owned retail outlet 
has seldom proven as desirable as a 
good, independent dealer. 


The inherent desire to profit and 
grow through forward planning 
backed with individual effort and 
ambition is the true basic reason 
for the private individual ownership 
of the dealership. 

In the partnership that should 
exist between factory and dealers, 
full use of these values to the mu- 
tual benefit of factory and dealer is 
impossible if expression or forward 
planning is affected by domination 
through intimidation of the dealer. 


Explanation 


The intimidation arises and is 
made possible through the terms 
and conditions of the franchise con- 
tract, making the contract and the 
stipulations and conditions therein 
capable of use in a manner compel- 
ling the dealer to operate at a loss 
and frequently being so used. The 
cause of the inequitable terms and 


Coming Events 


JUNE 
16-20—White Sulphur Springs, W. Va. SAE 
Summer Meeting. The Greenbrier 
NOVEMBER 


2-9—New York City. National Automobile 
Show, Grand Central Palace 
9—Buffalo, N. Y. Buffalo Automotive Trade 


Assn. 34th Annual Show. 
10-16—Cincinnati, 0. Automobile Dealers’ 
Assn. Automobile Show. Held in 
Music Hall. 
16-23—Minneapolis, Minn. Northwest Auto- 


Armory Bidg 
Auto Show. 


mobile Show. 
23-28—Columbus, O. 


DECEMBER 


9-13—Atiantic City, N. J. 
Industries Show. 


Automotive Service 
Coliseum, 








conditions in the franchise contract 
arises from the inequality of bar- 
gaining power between big business 
in the form of the factory and 
little business as represented by the 
dealer when the form of contract is 
devised on the one hand, and because 
of the weapon of intimidation placed 
in the hands of the manufacturer 
and his representatives in these in- 
equitable provisions once the con- 
tract is signed on the other hand. 

The form of these contracts is 
prepared by the manufacturer and 
the dealer must sign the contract 
in the form presented or get out of 
the business. Most manufacturers, 
in procuring the dealer signature to 
such contracts, deny the importance 
of the contract and urge that it is 
not the written agreement that 
counts, but the intent of the manu- 
facturer, entirely outside of and 
wholly apart from the written con- 
tract. Through the provisions of 
dealer franchise contracts the manu- 


facturer insists on reserving to 
himself alone certain purported 
“rights.” The manufacturer claims, 
and by the terms of the dealer 


franchise contract is placed in a 
position to maintain these “rights.” 
It may enable us to judge the real 
intent of the manufacturer by speci- 
fying these claimed “rights” which, 
in part are as follows: 

The manufacturer reserves: 

Cancellation 

The “right” to cancel the franchise 
of the dealer for cause, or without 
cause, with notice, or without notice, 
at any time, and without any lia- 
bility whatever to the manufacturer, 
irrespective of the scope of invest- 
ment or extent of the liabilities in- 
curred by the dealer to meet require- 
ments specified by the manufacturer. 

The “right” in many cases to re- 
quire the dealer to represent exclu- 
sively a particular manufacturer; to 
handle and sell exclusively the pro- 
ducts of that manufacturer. 

One cause for such cancellation 
arises when a dealer proposes to or 
does not handle any product other 
than that of the manufacturer con- 
cerned, no matter how completely it 
may be demonstrated that for the 
dealer to continue with no products 
for sale other than those of the 
manufacturer concerned will surely 
cause insolvency. 

One of the most disastrous results 
of cancellation is the loss of em- 
ployment sustained by employes of 


the dealer thus cancelled and the 
resulting hardships and distress of 
such employe and their families. 

Such willful cancellation of the 
dealer franchise by the manufac- 
turer frequently leaves the dealer 
remaining liable for the unexpired 
portion of long term leases, often 
incurred with the assurance and 
even under duress from the manu- 
facturer or manufacturer represen- 
tatives stating such lease was desir- 
able or required in promoting the 
sale and servicing of the particular 
make or makes of car lines handled, 
or the dealer is left with building 
mortgages similarly incurred and 
held by local investors or other 
financial institutions. 


Further, such cancellation leaves 


the dealer with used motor vehicle | 


stocks taken in trade or new motor 
vehicle sales made under the fran- 
chise cancelled; with service equip- 
ment and tools fitted for use only 


with the particular car makes con- | 


cerned, and purchased and used by 
the dealer in an effort to promote 
owner and customer good-will for 
these makes of motor vehicles. 

Still further, such cancellation 
usually leaves the dealer cancelled 
with heavy contingent liabilities on 


unexpired time paper covering new | 


and used motor vehicles sold. 
Section A (II) 
Recommendation—Cancellation 


We suggest as the necessary re- 
quirements to correct the inequitable 
cancellation provisions described 
above, that there be permanently 
secured to the dealer either by en- 
forcible agreement, franchise con- 
tract stipulation, through legislation 
or otherwise, provisions in effect as 
follows: 

1. That no dealer franchise shall 
be cancelled without cause, 
without written notice, for a 
reasonable period in advance of 
cancellation. 

That when cancellation, with- 
out cause, takes place a fair 
and equitable means be provided 
for the re-purchase of new mo- 
tor vehicles and parts from the 
cancelled dealer by the manu- 
facturer: 

(2a) For the prompt payment of 


i) 


all such materials re-pur- 
chased; 

(2b) For reasonable and equit- 
able assumption by the 


factory of unexpired leases 
assumed by the dealer with 
the written consent of the 
factory. 

For assumption by the fac- 
tory of all outstanding 
time paper obligations in- 
curred by the dealer in the 


(2c) 


| 


| 








sale of new motor vehicles 
manufactured by the manu- 
facturer and sold on the 
installment plan. 


3. The contract should provide 
that in addition to the right 
of the manufacturer to cancel 
for violation of the regular 
and usual terms of the contract, 
the manufacturer shall have the 
right of cancellation for cause 
and without notice and the 
entire protective provisions to 
the dealer under the cancella- 
tion terms to be rendered in- 
effective, if and provided the 
dealer has been found willfully 
violating the provisions de- 
seribed herein as Section (a), 
(b) and (c) particularly refer- 
ring to new motor vehicle prices 
and used motor vehicle allow- 
ances and has refused, under a 
lawful co-operative agreement 
providing for liquidated dam- 
ages for such violation, to 
liquidate such damages provided 
by such lawful agreement. 


Section B—Used Car Allowance 


The contract between manufac- 
turer and dealer should require the 
use of and strict adherence to the 
NADA Official Used Car Guide max- 
imum allowances and rules for use 
of such guide printed herein: 
1. Our reasons are set forth in 
Section B (I). 

2. Our recommendations in prin- 
ciple are set forth in Section 
B (II). 


Section B (I) 
Used Car Allowance 


Under the usual dealer franchise 
contract, the manufacturer in effect 
claims and reserves the “right” to 
dictate to the dealer what he must 
pay for his new automobiles and the 
price for which the dealer must re- 
sell them, but without stop limit on 
the sum of actual loss that the 
dealer might sustain through the 
process of converting into money 
the used motor vehicles taken in 
trade on new motor vehicles in lieu 
of and as money. Since the manu- 
facturer further claims and reserves 
the “right” to dictate to the dealer 
the amounts of money that he must 
give away in excessive allowances 
for used motor vehicles taken on 
new motor vehicles as, and in lieu of 
money, and in order that the manu- 
facturer might gain through the 
dealer by this means additional de- 
liveries of new motor vehicles even 
though the resulting losses on the 
used motor vehicles taken in lieu of 
and as money might seriously im- 
pair, or even destroy all profit and 
the capital of the dealer, the list 








price of the manufacturer has been 
thus only ostensibly and fictitiously 
maintained. In substance, the manu- 
facturer claims the “right’’ to com- 
pel the dealer to maintain the new 
car list prices established by the 
manufacturer at the expense of an 
actual loss to the dealer. 

All dealer franchise contracts re- 
quire the dealer to pay the manu- 
facturer for new motor vehicles in 
cash. Usually the new motor ve- 
hicles are shipped dealer by manu- 
facturer to shippers order, with sight 
draft attached to the covering bill 
of lading, which sight draft the 
dealer must pay before he can gain 
possession of the new motor vehicles 
shipped. 

The sale of these new motor ve- 
hicles at retail by the dealer, how- 
ever, now requires the dealer to 
take in trade as cash, and in lieu 
of the actual cash, some part of the 
retail new motor vehicle sales price 
in the form of used motor vehicles 
traded by the new car buyer. Trade 
statistic show that in 1934 74.7 per 
cent of all new motor vehicle sales 
involved some such used motor ve- 
hicle trade in lieu of cash. These 
same trade statistics also show that 
the resale of these initial used motor 
vehicle sales in order to convert 
their value into actual and usable 
cash required still further trading 
down, at the rate of 47.3 per cent 
“trade downs” taken on all used 
motor vehicles accepted as_ initial 
trades on new motor vehicle sales 
in lieu of cash for some part of the 
new motor vehicle sales price. (The 
total number of used motor vehicle 
units handled in lieu of cash is 
running, and in per cent of the 
new units handled from 150 to 175 
per cent.) The acceptance of used 
motor vehicles in lieu of cash as 
part payment for new motor ve- 
hicles is a distinct service to the 
buying public. 

In view of the conditions shown 
by actual operating figures of deal- 
ers, and since the extent to which 
the dealer selling new motor vehicles 
at retail is compelled to accept as 
part of the payment on these new 
motor vehicles not cash or negoti- 
able instruments, but used motor 
vehicles in lieu of the actual cash, 
thus freezing such portion of the 
dealer investment in new motor ve- 
hicles as may be represented by the 
value of used motor vehicles accepted 
in lieu of cash until such time as 
he can recondition these used motor 
vehicles and convert them into cash 
through actual sales, it surely fol- 
lows that the dealer has the inherent 
and inalienable right to determine 
the standard of value which shall 
be used to place the allowance 
valuations on the used motor vehicles 





CUMULATIVE NEW PASSENGER CAR REGIS 


Figures supplied by RB. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List 
Co., and Metropolitan New York area which are compiled by Sherlock & Arnold. 
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Best-Fitted Body to 
Gather Figures Says Vesper 


accepted in lieu of actual cash and 
as part payment in the new motor 
vehicle sales price. Not only is 
this right inherent to the dealer by 
the nature of the transaction, in 
which he accepts all the goods taken 
in lieu of cash, makes the total of 
such investment and assumes the 
total of such risk, but the dealer 
has the whole right to determine 
the extent of his acceptance of such 
values. 


It must be recognized that under 
existing conditions, maintenance of 
new motor vehicle list price and list 
delivery prices at point of delivery, 
and the maintenance of dealer motor 
vehicle discount margins, mean less 
than nothing unless complete recog- 
nition is given to the determination 
and establishment of a standard with 
which to measure the true values 
in allowances to be granted by the 
dealer in accepting used motor ve- 
hicle merchandise in lieu of the ac- 
tual cash in selling new motor ve- 
hicles. 

Dealers investment in used motor 
vehicles accepted in lieu of cash, and 
in order to sell the new motor ve- 
hicles concerned, is approximately 
250 per cent of the actual sum of 
discount available to them in the 
sale of these new motor vehicles. 

A fair and current market value 
of the best and better grade used 
motor vehicles is established in the 
NADA Official Guide Book by means 
of a formula now in operation. 


It further follows that NADA 
representing the dealer body through 
direct or affiliated membership, is 
the only logical organization through 
which sales statistics shall be gath- 
ered from the trade for the purpose 
of determinating a fair and equitable 
standard of value (through the ac- 
tual sales prices of used motor 
vehicles sold) for used motor ve- 
hicles so accepted in lieu of cash. 
Such determination to be published 
at regular stated intervals for the 
various logical and determined upon 
trading areas of the United States 
and made available to all engaged in 
the trade at cost. This does not 
involve either monopoly or price fix- 
ing, since only true market values 
are published, and since other chan- 
nels are open to the owner of any 
used motor vehicle through which 
he may sell at any time, and for 
any price obtainable to him, possibly 
to the same buyer to whom the 
dealer would sell. 





Section B (II)—Recommendation 

In consideration of the foregoing 
conditions surrounding the accep- 
tance of used motor vehicles in lieu 
of cash, the dealer franchise contract 
should contain the following pro- 
visions to the effect: 

Used Car Allowance 

That the dealer must use, adhere 
to and make no allowances in excess 
of the maximum allowance values of 
used motor vehicles taken in trade 
in lieu of cash on the sale of either 
new or used motor vehicles, as the 
same shall be determined and estab- 
lished from time to time by the 
NADA Official Used Car Guide Book, 
published by the NADA and that 
the dealer shall abide by the rules 
for use of such official Used Car 
Guide as now printed therein. 


Section B—Consignment 

A clause should be inserted in the 
contract requiring that the dealer 
shall not offer to or sell a used mo- 
tor vehicle on consignment for the 
account of its owner without charg- 
ing a specified sum for his services 
in that connection. 


Explanation 


To make effective the used car 
allowance provisions, it is necessary 
to recognize the practice of con- 
signment. Handling and selling ex- 
pense of used cars is set at 15 per 
cent in the NADA Official Guide. 
The maximum allowance is 15 per 
cent below the market sales value. 
Consignments must be similarly 
charged otherwise a few unscrupu- 
lous dealers could vitiate the used 
car allowance provisions. Though 
few cars can be consigned and sold 
at any substantial price above the 
Guide, any general system of of- 
fering to consign without the 15 
per cent charge destroys confidence 
in the Guide Book, delays buying, 
and creates public suspicion of the 
fairness of the Guide. 

Recommendation 

For a sale resulting from this 
service, the dealer shall make and 
collect a charge of not less than 
15 per cent of the gross amount of 
the sale of said motor vehicle, plus 
any expense incurred by the dealer 
in reconditioning or repairing the 
motor vehicle so sold. 

Section C—New Car Price 

The contract should provide defi- 
nite terms requiring the dealer to 
maintain the new car delivered prices 


S. C. 


Weaver, 


conferences of two days duration each in New York, Cincinnati and Chicago. 
group standing, from left to right, are L. K. Marshall, service manager; G. D. Sills, sales 
promotion department; P. J. Dean, business management manager; J. L. Johnson, manager 
of organization and analyzation departments; J. S. Evenson, sales promotion manager, and 
Bray, Denver zone manager. Seated, from left to right, are: O. A. Lamoreux, 
parts and accessories manager; D. M. House, Cincinnati zone manager; D. U. Bathrick, 
assistant general sales manager; A. W. L. Gilpin, vice-president and general sales manager; 
H. director of General Motors customer research, 
New York regional manager. 





Executives of the Pontiac Motor Co. have just returned from a series of three business 


In the 


and Murray, 





established for his territory by the 
manufacturer to the extent this may 
be done lawfully. 





1. Our reasons are set forth in 
Section C (I). 

2. Our recommendations are set 
forth in Section C (II). 
Section C (I) 

This is a principle universally 
agreed upon in this industry. The 
arguments in its favor are too well 
known and too numerous to enumer- 
ate. 


Section C (II) 
Recommendation—New Car Price 


That the dealer shall not offer or 
sell a new motor vehicle at retail 
to the consumer for less than the 
respective factory suggested deliv- 
ered price effective in the territory 
in which the dealer operates. 


Section C—Fleet Discount 

Under the usual form of fran- 
chise contract the manufacturer 
claims and reserves the “right’’ to 
compel dealers to give away dis- 
counts on motor vehicles and chassis 
sold to certain large users, such as 
oil companies, packing companies, 
telephone companies, etc., under the 
so-called “fleet sales policy” of the 
agreement: and a similar “right” 
to compel dealers to give away in 
|like manner to the same type of 





motor vehicle user certain portions 
of the discount granted dealer on 
repair parts for these motor vehicles. 
Recommendations 

To correct the above condition, the 
franchise contract between dealer 
and manufacturer should contain a 
provision whereby such fleet buyers 
receive in discount from the dealer 
on new motor vehicles purchased a 
sum not to exceed 15 per cent of the 
discount granted to dealer by the 
manufacturer on the product sold. 

However, since the right to deter- 
mine what fleet buyers have qualified 
for such fleet discount remains with 
the manufacturer, and since the dis- 
count has been historically predi- 
cated on the value of such account 
to the manufacturer, such a_ provi- 
sion in the franchise should call for 
an equal participation in the amount 


of total discount given the fleet 
buyer on the part of both dealer 
and manufacturer. 

Section C 


Obsolete and Discontinued Models 

The contract should contain a 
provision compelling the manufac- 
turer to reimburse the dealer up to 
at least 50 per cent of any reduc- 
tion in delivered price made by the 
dealer in disposing of obsolete, dis- 
continued, new, unused motor ve- 
hicles. 
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Would Retain NADA Used Car Book as Official 


© = meen ae —— 
Return from Conference 


Under the usual form of dealer 
franchise contract the manufacturer 
claims and reserves the “right” to 
evade or avoid any liability whatever 
for creation of or share in any los- 
ses sustained by the dealer in dis- 
posing of new car types and models 
made obsolete because of production 
changes instigated by the manufac- 
turer; the dealer being compelled to 
absorb from his own profit (or his 
own capital if his profit be insuffi- 
cient to absorb such losses) all dis- 
counts or price reductions made in 
order to induce buyers to accept 
such models or types as have thus 
been made or shortly about to be 
made obsolete by manufacturer. In 
actual practice it has been found 
that the buyer invariably refuses to 
pay the full list price at point of 
delivery established by the manufac- 
turer on such cars either obsolete or 
about to become so. The dealer is 
thus compelled to grant to the buyer 
a price favor in the form of a re- 
duction from the factory established 
delivered list price in order that he 
may deliver such motor vehicles to 
buyers, and thus salvage the best 
possible proportion of his cash in- 
vestment in such motor vehicles. 

In common justice the manufac- 
turer should bear this loss, or a fair 
and reasonable proportion of such 
loss, since control of such obsoles- 
cence rests wholly with the manu- 
facturer. Only the manufacturer 
has information concerning the total 
contemplated production of any 
model or series of motor vehicle; 
only he has knowledge as to the 
approximate time any model or series 
will become obsolete, and only the 
manufacturer has knowledge of the 
total inventory in the hands of all 
his dealers of such model or series 
of motor vehicles as he is about to 
make obsolete. 

Recommendation — Obsolete and 
Discontinued Models 

To correct the above sources of 
dealer loss, the dealer franchise con- 
tract should contain a provision re- 
quiring the manufacturer to reim- 
burse the dealer up to at least 50 
per cent of any such reduction in 
delivered list price made by the 

(Continued on Page 23) 


Automotive 


On the Air 





MONDAY, JUNE 10 


6:45 P.M. SUN 


OIL (NBC, Blue), Lowell 
Thomas 
7:45 P.M.-PHILCO (Columbia), Boake Carter. 
8:00 P.M.— STUDEBAKER (NBC, Red), Stude- 
baker Champions with Richard Himber's 
orchestra 
8:30 P.M.--FIRESTONE (NBC, Red), The 


Voice of Firestone—Gladys Swarthout: mixed 
chorus and William Daly's symphonic string 
orchestra, 


9:00 P.M.--SINCLAIR (NBC, Blue), Sinclair 
Greater Minstrels; Gene Arnold, — inter- 
locutor. 

1:00 A.M.—STUDEBAKER (NBC, Red), Stude- 
baker Champions with Richard Himber’s 
orchestra. 

TUESDAY, JUNE tI 

6:45 P.M.-SUN OIL (NBC, Blue), Lowell 
Thomas 

7:45 P.M.—PHILCO (Columbia), Boake Carter. 

9:30 P.M..-TEXAS (NBC, Red), Ed Wynn, 
the Fire Chiet; Graham McNamee; Eddie 
Duchin’s musie, 

WEDNESDAY, JUNE 12 

6:45 P.M..-SUN OIL (NBC, Blue), Lowell 
Thomas. 

7:45 P.M.--PHILCO (Columbia), Boake Carter. 

THURSDAY, JUNE 13 

6:45 P.M.-SUN OIL (NBC, Blue), Lowel? 
Thomas. 

7:45 P.M.-PHILCO (Columbia), Boake Carter, 

9:30 P.M.—FORD (Columbia), Fred Waring’s 


Pennsylvanians, 
FRIDAY, JUNE 14 


6:45 P.M.--SUN OIL (NBC, Blue), Lowel? 
Thomas 

7:45 P.M.—VHILCO (Columbia), Boake Carter. 

8:00 P.M.--CITIES SERVICE (NBC, Red), 
Cities Service Concert—Jessica Dragonette, 
soprano, Cities Service quartet; Frank Banta 
and Milton Rettenberg, piano duo; Rosario 
KBourdon’s orchestra 

10:00 P.M.--STUDEBAKER (Columbia), Rich- 


ard Wimber and Studebaker Champions, 


10:30 P.M.--B. F. GOODRICH (NBC, Red), 
Cireus Nights in Silvertown, featuring Joe 
Cook, comedian, with RB. A. Rolfe’s orches- 
tra; Tim and Irene; Lucy Monroe; Teddy 
Bergman; Peg LaCentra; Phil Duey; the 
Goodrich Modern Choir 

12:30 A.M.—STUDEBAKER (Columbia), Rich 
ard Himber and Studebaker Champions. 

SATURDAY, JUNE 15 

7:00 P.M..-SOCONY VACUUM (Columbia), 
Soconyland Sketches 

9:00 P.M.--RCA Victor (NBC, Red), Radio 
City Varty—Richard Himber’s orchestra; 
John B. Kennedy 

9:30 P.M.-SHELL OIL (NBC, Red), The 
Shell Chateau, starring Al Jolson; guest 
artists; Victor Young's orchestra, 

SUNDAY, JUNE 16 

6:30 P.M.-ACME (Columbia), Smilin’ E@ 
McConnell 

8:30 P.M.—-GULF (Gulf Headliners with James 
Melton, tenor; Revelers quartet; Hallie 
Stiles, soprano; Lou Lehr and Frank Tour's 
orchestra 


9:00 P.M.—FORD (Columbia), 
Hour with Fray 
guest stars, 


Sunday Evening 
and Braggiotti, piano team, 
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Motor Stocks 
Hold Up Despite 
NRA Decision 


By C. J. ALEXANDER 

New York, June 7.— Declara- 
tions of dividends by automotive 
companies in May reached a new 
high mark for the year thus far, 
calling for total disbursements to 
stockholders of $20,230,000, com- 
paring with $17,275,000 in Febru- 
ary, the best previous month, and 
$17,700,000 in the like month of 
last year. This was a gain over 
last year of 2.7 per cent. 

For the year to date, dividend 
declarations have totaled $46,412,- 
000, as against $43,119,000 in the 
like period of 1934, an increase of 
7.6 per cent. 

Declarations by passenger car 
and truck companies in May 
amounted to $15,900,000, both 
General Motors and Chrysler hav- 
ing declared dividends in that 





month, as against $1,605,000 in 
April, and $16,200,000 in May of 
last year. This was a decline 


from 1934 of 1.9 per cent. For the 
first five months of the year, 
declarations by the car and truck 
companies amounted to $32,668,- 
000, as against $31,440,000 in the 
like 1934 period, an increase of 
3.9 per cent. 
Parts Dividends 

Parts and accessory companies 
in May declared dividends calling 
for the payment to stockholders 
of $4,330,000, as against $3,500,000 
a year ago, an increase of 23.7 
per cent. April declarations by 
this group of companies totaled 
$580,000. For the first five months 
of this year declarations by the 
parts and accessory companies 
amounted to $13,744,000, compar- 
ing with $11,679,000 a year ago, an 
increase of 17.8 per cent. 

Among the dividend declara- 
tions of the past week were the 
following: 

Mack Trucks, Inc., declared the 
regular quarterly of 25 cents a 
share on its capital stock, payable 
June 29 to stockholders of record 
on June 15. 

Ross Gear & Tool declared the 
quarterly of 30 cents on its com- 
mon stock, payable July 1 to 
stockholders of record June 20. 

L. A. Young Spring & Wire de- 
clared an extra of 25 cents on its 
common in addition to the regular 
quarterly of 25 cents, both pay- 
able July 1 to stockholders of 
record June 17. 

Black & Decker Mfg. 
50 cents a share on 
accumulations on its 8 per cent 
cumulative preferred stock, pay- 
able June 29 to stock of record 
June 17. 

Federal Resumes 

Federal Motor Truck Co. re- 
sumed dividends on its common 
stock with the declaration of 10 
cents a share, payable July 1 to 
holders of record June 20. 
last previous dividend on this 
stock was paid in January, 1932, 
amounting to 5 cents a share. 

Lee Rubber & Tire declared 25 
cents a share on its common, pay- 
able Aug. 1 to stockholders of 
record July 15. 


Perfect Circle declared a quar- 


terly dividend of 50 cents on its 
common stock, payable July 1 to 
stock of record June 14. 

The dividend meeting of Elec- 
tric Auto-Lite Co. 
until June 7. 

Thompson Products 





Electric Auto-Lite Seeks 


To Register New Stock 

Washington, June 7.—The Elec- 
tric Auto-Lite Co. has filed with 
the Securities and Exchange Com- 
mission application for permis- 
sion to register new securities on 
the New York stock exchange. 
The proposed registrations are 
the following: 45,000 shares of 
$100 par value seven per cent 
cumulative preferred _ stock, 
issued; 1,220,979 shares of $5 par 
value common stock, issued; 8,- 
855 shares of $5 par value com- 
mon stock, unissued. 


declared | 
account of | 


The | 


was postponed | 





declared 
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Automotive Dividends Reach New High for Year 


two dividends of $1.75 a share 
each on the preferred stock, 
clearing away all back dividends 
due on this issue. 

There was an irregular market 
in automotive stocks this week, 
due in part to uncertainties sur- 
rounding the 


Prices were up one day and down 


the next. For the week ended 
June 5, the Automotive Daily 
News stock price averages com- 
pared as follows with the week 
preceding and the like period of 
last year: 

Last This Year 

Week Week Change Ago 
24 Motors......... 21.84 21.85 +0.01 22.47 
10 Car-truck co's... 25.56 25.58 -+-0.02 23.22 
10 Parts-accessories 22.02 21.98 —0.04 18,51 
4 Tire-rubbers.... 13.27 13.24 —0.03 19.96 


That motor stocks were able to 
hold their own during the week 
following the Supreme Court de- 
cision on the NRA is shown in 
the price averages for automotive 
stocks. Fractional losses for the 
week ended Wednesday were the 
rule but there were a few stocks 
that were able to make some 
headway into higher’ ground. 
These included Chrysler and Au- 
burn among the car and truck 
companies and Briggs, Electric 
Auto-Lite, Motor Products and 
Stewart-Warner among the parts 
and accessories and Goodrich and 
Goodyear among the tire and 
rubber companies. General Mo- 
tors closed Wednesday at the 
same price prevailing on the 
previous Wednesday. Houdaille- 
Hershey continued to be very 
active. 


Profits Double 


Announcement was made dur- 
ing the week that proxies for 
more than two-thirds of each 
class of stock have been obtained 
in support of the plan for the re- 
arrangement of the capital struc- 
ture of Mullins Mfg. Co. to be 
voted on by stockholders on June 
22. It was said that April profits 
of this company were around 
$72,000, or more than double the 
$35,000 reported for April, 1934. 
Earnings for the first four months 
approximated $198,000, as against 
$97,000 a year ago. 

Annual meetings of the E. G. 
Budd Mfg. Co. and the Budd 
Wheel Co. have been postponed 
until June 18. 





industry following | 
the outlawing of the NRA codes. | 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, June 7, 2:46 P.M.—Stocks of the automobile com- 
panies closed higher today. General Motor and Chrysler 


were up fractionally in a quiet market. 
cessory shares also made small gains, 
company stocks were steady to higher. 


Parts and ac- 
Tire and rubber 
Wall Street is 


looking forward to good second quarter earnings reports 


from the motors, 


British Trade Picks Up; 
Soviet Exports Doubled 


Washington, June 7.— British 
trade is picking up, according to 
the Commerce Department. In 
April both imports and exports 
exceeded those of the same month 
last year. Total imports were 
valued at 59,000,000 pounds, an 
increase of 6.2 per cent, while ex- 
ports rose to 33,000,000 pounds, 
nine per cent higher than those 
of April, 1934. A marked increase 
in Great Britain’s iron and steel 
exports was reported, the total 
being 210,880 tons, against 165,164 
tons in April last year. 


The most striking development 
was a sharp increase in exports 
to the Soviet Union, the total ris- 
ing from 6,427 tons to 14,975. Ex- 
ports to the United States were 
4,760 tons against 790 a year ago. 
This was chiefly pig iron. 


Com. Credit Declares 


Baltimore, Md., June 7.—At the 
regular meeting of the board of 
directors of Commercial Credit Co. 
a quarterly dividend of 50 cents was 
declared on the common stock of the 
company. 

Regular quarterly dividends on the 
6% per cent and 7 per cent first 
preferred, 8 per cent class B pre- 
ferred and the $3.00 class A con- 
vertible stocks were declared at a 
special meeting of the board on Apr. 
23, 1935. 

All dividends are payable on June 
29, 1935, to stockholders of record 
at the close of business June 10, 
1935. 





Argentina Imports Show 
21% Gain in 4 Months 
Washington, June - During 

the first four months of this year 

Argentina imported 21 per cent 

more motor vehicles than in the 

corresponding period of 1934, ac- 
cording to the Commerce Depart- 
ment. American automobiles en- 

tering that country totaled 5,018 

units, an increase of 1,355 units 

over the 1934 period. Trucks im- 

ported from the United States, 

however, showed a decline of 120 

units, or a total of 2,417. 

More than 95 per cent of the 
motor vehicles entering Argentina 
this year have been of American 
manufacture. The 5 per cent 
was divided among the United 
Kingdom, Italy, Germany, France, 


the Netherlands, Belgium and 
Spain. 
Receipts of automobiles and 


trucks in the January-April period 
this year totaled 7,776 units, com- 
pared with 6,445 in 1934. Of the 
total 5,234 were automobiles. Truck 
imports amounted to 2,542 units, 
a loss of 120 from last year. 


Steel Holds Firm 


Youngstown, O., June 7.— Steel 
output in the first week of June will 
continue on the same level as in 


May. 

The average this week will be 
about 50 per cent, while the past 
week it was slightly above that 
mark. In May operations averaged 
close to 50 per cent. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JUNE 7, 1935 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 
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1714 11% Bendix Aviation 
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B. F. Goodrich Co. 
Directors Seek 


To Refund Bonds 


New York, June 7.—Directors 
of B. F. Goodrich Co, have called 
a special meeting of stockholders 
for July 16 to authorize the cre- 
ation of a new mortgage upon 
the property of the company with 
a view to refunding present mort- 
gage bonds with a lower interest 
security, it was announced today. 

If stockholders agree, and if 
present favorable conditions for 
financing continue, the board ex- 
pects to be able to sell an issue 
of $30,000,000 new first mortgage 
4% per cent 25-year bonds, the 
announcement said. If this is 
done, the now outstanding first 
mortgage bonds, approximately 
$17,800,000 bearing an _ interest 
rate of 6% per cent, will be re- 
funded with bonds having a cou- 
pon rate of 4% per cent. 

Also certain short term indebt- 
edness will be refunded and the 
company’s working capital will be 
further strengthened, it was said. 

The maximum amount of bonds 
to be outstanding under the pro- 
posed mortgage will be $45,000,- 
000 and the latest permissible 
maturity | will be Dec. 31, 1995. 


Stein Santee O'Neill 


As Head of Pines Co. 


Chicago, June 7.—Benjamin F. 
Stein, president of the prominent 
Chicago investment firm of Stein, 
Brennan & Co., has been elected 
to succeed William L. O'Neill, 
resigned, as president of the 
Pines Winterfront Co. At the 
same time, Leonard M. Spitz- 
glass, a partner in the Stein, 
Brennan firm, was chosen as a 
director. 

It is understood that Stein con- 
sented to head the Pines Co. only 
temporarily and that a perma- 
nent president will be elected 
later, due to the fact that the 
interests of Stein will not permit 
him to give all of his time to the 
Pines concern. 


Canada Auto Exports 
Fall 24% in April 

Washington, June 7.—-Canadian 
automotive exports fell 24 per 
cent in April, compared with 
March, according to figures com- 
piled by the Department of Com- 
merce. The value of those ex- 
ports was $3,064,539, against $4, 
042,840 in March and $1,692,613 in 
April, 1934. 

Shipments of Canadian pas- 
senger cars to overseas markets 
declined from 6,665 units, valued 
at $2,606,648 in March to 5,194, 
valued at $2,295,402 in April, and 
of trucks from 2,690 units, valued 
at $1,112,835, to 1,162 units, valued 
at $478,886. April exports of pas- 
senger cars valued at from $500 
to $1,000 increased from 1,616 units 
to 1,876 while those in other clas- 
sifications declined, units valued 
at $500 or less decreasing from 
4,888 to 3,329. 


John A. Brown Named 
Socony-Vacuum Head 


New York, June 7.--Announce- 
ment of the retirement of Her- 
Pratt, chairman of the 
board of the Socony-Vacuum Oil 
Co., Inc., was made at the annual 
stockholders meeting of the com- 


| pany today. 


John A. Brown, chairman of 
the executive committee, was 
elected to succeed Pratt. 

Charles E. Arnott, who has 


been president of the company, 
was. elected a_ vice-president. 
Arnott announced that he was 
taking this step because of the 
pressure of his work as head of 
the stabilization effort in the 
petroleum industry and to enable 
him to devote more time to this 
activity. 

All the directors, with the ex- 
ception of Pratt, were re-elected. 
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Oppose Factory Reduction of Dealer Discounts 


Recommend Equalized 
Contractual Agreement 


(Continued from Page 21) 


dealer in order to sell obsolete motor | 
vehicles. 
Section D—Gross Margin 
The contract should provide 
against reduction of margin during | 
the period of the contract. 


Section D (I)—Dealer Discounts | 
Under the usual form of dealer} 
franchise agreement, the manufac- | 


turer claims and reserves the “right” 
to reduce the originally stipulated | 
rate of discount on new motor ve- 





hicles and other products, and on 
such special charges as may be 
discussed in the next item, during 


the term of the agreement and with- 
out consultation with the dealer. 
(Note: It was by this means that | 
certain manufacturers reduced the 
discount rates of their dealers in 
1934.) 
Recommendation—Dealer 
Discounts 


The franchise contract between 
manufacturer and dealer should pro- 
vide that the rate of discounts on 
the manufacturer’s product stipulated 
in the original contract should not 
be reduced during the period of that | 


contract. | 
Section D (II) 
Accessories and Special Charges | 


The contract should permit a 
mark-up in the delivered price on 
every item invoiced by the manu- 
facturer to the dealer, except taxes, | 
at least equal to the car discount. 

Under the usual form of dealer 
franchise contract the manufactur- 
er claims and reserves the “right” 
to add to the dealer’s invoices, usu- 
ally on invoices covering motor ve- 
hicle products shipped to the dealer, 
certain items such as advertising, 
freight, car make-ready charges, 
bill-board costs, special sales promo- 
tion charges, car equipment and 
accessory packages, “after delivery” 
special services to the motor ve- 
hicle purchaser, etc., etc., and the 
“right” to compel the dealer to sell 
such items thus invoiced at prices 
specified by the manufacturer, often 
at dealer cost or less, and seldom 
at a price that will return to the 
dealer the same rate of discount or 





cross profit as is carried by the 
motor vehicle product itself. Some- 
times the manufacturer even com-| 


pels the dealer to sell these special 
invoice items at absolute dealer cost, 
and even less than dealer cost, when 
the loss resulting must come out of 
dealer capital or borrowings. (Note: 
It was through use of sharp 


ductions in permitted salesprice to 
dealers in 1934, and through such 
discount reductions taking from 
dealers more than their savings 


under their Motor Vehicle Retailing | 
Code, that certain factories absorbed 
up to three-fourths of the entire 
opportunity for net profit to these 
dealers in 1934. The reduction in| 
discounts thus arrived at may be- 
come recurring and permanent un-| 
less the dealer can gain protection 
against them.) 

Recommendation—Accessories 

And Special Charges 

To correct the above contract 

inequalities compelling the dealer to 


frequently sell invoice items at a 
loss, the dealer franchise contract 
should provide that on every item | 


invoiced to the dealer, except taxes, 


he should have a mark-up in the 
retail sales price at least equal to 
that granted the dealer on _ the 
motor vehicle itself. 


Section E 
Shipments on Firm Order 


The contract should provide for 
the shipment of motor vehicles on 
dealers’ firm order only. 

Under the usual form of fran- 
chise contract the manufacturer 
claims and reserves the “right” to 
dictate to the dealer the number of 
new motor vehicles the dealer must 


take in order to retain the franchise, 
the number often depending upon 
the quantity the manufacturer has 
found it necessary to allot to the 
dealer territory in order to permit 
manufacturer to build contemplated 
total annual production, rather than 
the number the territory of the 
dealer could profitably absorb. 
Certainly the factory should view | 
the user consumer the market. 
The market must be sold open rather 
than forced open and factory rep- 
resentatives should be forced to 
recognize that the dealer is not the 
market. | 
Recommendations—Shipments | 
On Firm Order 
To correct the above condition | 


as 





whereby a manufacturer may ship 
to a dealer unwanted and unordered 
merchandise, the franchise contract 
between manufacturer and dealer 
should contain a provision for the 
shipment of motor vehicles to dealer 
by manufacturer only upon dealer’s 
firm order. 
Section F 
Sales Territory Protection 

The contract should provide rea- 
sonable notice and the exercise of 
dealer’s cancellation by manufacturer 
rights prior to the installation 
additional dealers. 

Under the usual form of dealer 
franchise contract the manufacturer 
claims and reserves the “right” to 
retain and maintain absolute do- 


t 


of | 


minion over the territory of the 


@© 





dealer, so that the manufacturer at 
will may establish additional compe- 
tition and competitive direct or sub- 
dealer or additional retail outlets in 
dealer territory, thus destroying or 
tending to destroy the investment 
and profit of any dealer who aspires 
to make an accepted and legitimate 
standard net profit return upon his 
sales volume, During depression, 
when times were difficult and the 
sale of motor vehicles in quantity 
hard to make profitably, manufac- 
turers used little discretion in the 
appointment of dealers, and little 
selectivity in determination of the 
character of dealers appointed. The 
mis-management and unethical prac- 
tices of such dealers not up to a 
more desirable standard in character 
tended to drag down both the char- 
acter of management practised by 
such dealers as really desired to 
maintain a higher type business 
establishment, but could not against 
the type of competition being ap- 
pointed by the factories. One result 
was the difficulty in maintaining de- 
sirable employment, wage and hour 
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standards by dealers who had no 
desire to treat their employes other 
than fairly. 


Recommendation—Sales 
Territory Protection 


To correct the above condition and 
give the dealer at least some small 
degree of dominion over the retail 
territory within which he is to op- 
erate the factory dealer franchise 
contract should provide that, prior 
to the installation by the manufac- 
turer of additional dealers or sub- 
dealers or other retail outlets in such 
territory, reasonable notice and a 
full opportunity for an impartial 
investigation shall be given to the 
dealer and the dealer shall have the 
right to treat the contract as can- 
celled without cause by the manu- 
facturer and be entitled to the 
rights and the manufacturer’ sub- 
jected to the penalties resulting 
therefrom. 

Section G—Time Payment Sales 


The relations between factory and 
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dealer should leave the dealer free 
to handle his time sales through 
companies of his own choosing, pro- 
vided the rates charged buyers are 
equitable. 


Conclusion 


If it is not the intent of the 
manufacturer to exercise the pur- 
ported “rights” within the franchise 
contracts, we believe it is not un- 
reasonable to ask that they be 
eliminated, together with all similar 
unequitable provisions favoring the 
manufacturer at the expense of the 
dealer, that this elimination be made 
forthwith, and that there shall be 
incorporated within the dealer fran- 
chise contract the more equitable 
provisions pointed out herewith. To 
the degree that these objectives can 
be reached, the method of accom- 
plishment is not the first considera- 
tion. The objectives can be reached 
through the franchise contract, en- 
forcible agreement or legislation. 
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"Our PROFITS Have Increased 


Beyond Our Expectations 


with DODGE and 
PLYMOUTH !” 


Says Dealer 


When you stop to analyze the reasons it’s easy to understand 
why substantial dealers everywhere have turned to Dodge and 
Plymouth—and are making more money. 


Day by day, public preference continues to swing to Dodge 
and Plymouth. Dealers’ sales continue to smash record after 
record, as car buyers in every nook and corner of the country 
flock to the amazing new economy, safety and comfort built 
into these brilliant new cars. And these two fast-selling lines 
blanket the low-priced field. 


Add truck profits to these two-way passenger car profits and 
you have the outstanding money-making opportunity of the 
industry. Dodge trucks and commercial cars, now priced right 
down with the lowest, meet the requirements of 98 out of 100 
truck buyers! 


No question about it! Dodge and Plymouth cars and Dodge 
trucks, the triple franchise—built on a long, 2l-year record of 
success and leadership—is America’s number one franchise — 
for profits and for continual growth! 


For complete facts, write A. vanDerZee, General Sales Manager 
Dodge Division— Chrysler Motors, Detroit, Michigan. 


DODGE AND PLYMOUTH CARS...DODGE TRUCKS...The Triple Franchise 





